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THE strike insurance company has_ been 


struck out (a joke). 


PaLe pills for pink people—a new departure 
by the Insurance Field. 





THE field men are wondering when that 
Argus edition will be out. 


THE activity in western assistant managerial 


circles is keen. Two new ones in a week. 





WE are holding our breath for fear Hewitt 
of the Insurance Post will break out in meter 
again. 


PRESIDENT WASHBURN of the Home to the 
other union companies: ‘Gentlemen, be 
seated.” And they all sit down. 

Lire insurance is being offered in Chicago 
by a New York company for $2.50 a thousand. 
It’s too much for us. We will pay a dollar. 


Hitcucock of the Insurance Field has a 
good case for damages against the Insurance 
Report for defaming his countenance. In the 
picture the colonel looks like a cheap politician 
or a convalescent from a bad case of mumps. 


MATRIMONIAL Baseball Record—Homerun 
by Cyrus K. Drew. E. D. WEsTON at the bat 
for a safe hit or three-bagger. CHARLEs F. 
HoweELt on deck, a hard hitter. Pautus J. V. 
X. Q. McKIANn out on second—poor runner 
but good fielder. 


PresipENT Boxum of the Chicago Life Un- 
derwriters Association saw a black speck on 
the Washington monument and discovered it 
to be JaMes L. Fercuson of the PrupENTIAL 
at Chicago climbing up on the outside. 
Bokum has a keen eye, and he perhaps also 
sees young FerGuson ascending in the roll of 
honor of the PRupENTIAL, 


INCONTESTABLE-FROM-DATE POLICY. 

Some of the “incontestable-from-date” pol- 
icles are coming home to roost. In many 
directions we find cases where the assured 
has taken advantage of this feature to com- 
nit suicide. Many of them are contracts of 
large amounts. The sensational cases that ap- 
pear in the newspapers wherein men of sup- 
posed affluence or prominence end their lives 
with their own hands usually show that in- 
surance was taken out shortly before the deed 
na company whose contracts are not voided 
'y suicide. The tendency of such contracts 
s to add to the temptation to close one’s ca- 
cer as a man feels his family will be finan- 
ially comfortable. Recently the instances of 
uicide following the procuring of an “in- 
contestable-from-date” policy seem to have 
nultiplied, or, if not so, they have been 
brought more conspicuously to public notice. 

We have never quite seen the logic of such 





policies. They do not appeal to the man 
who does not contemplate suicide. He gains 
nothing by the clause inserted in his policy. 
The would-be suicide finds in it a panacea 
and his poor life flickers out. 


REAL, LIVE ASSESSMENT EMBALMFR. 


WE are told that a real life insurance un- 
dertaker is at hand—in fact, has been in the 
embalming business for several years, until 
he has acquired a competence that affords 
him the luxury of a trust company, a bank, a 
seat on the New York Stock Exchange and 
the like. He has excellent talents and directed 
toward embalming defunct assessment con- 
cerns they have been brilliantly exhibited. , 

It is said that the evolution of some of his 
companies would make the financing of a trust 
look simple, but he takes no credit to himself 
for his peculiar genius. He allows his subordi- 
nates to appear in public and carry off all 
the glory, although he accepts some of the 
shekels as a recompense for his brain labor. 
His modesty is.such that he will not allow 
his name to appear in more than one or two 
of his many enterprises, although his smooth 
hand—palm upward—has directed some of the 
cleverest operations in the annals of insurance 
undertaking. A western company, supposed 
to be fostered by him, recently took over a 
$5,000,000 assessment concern, and there are 
said to be half a dozen other institutions, 
with about $60,000,000 of insurance in force, 


which are merely waiting for a kindly hand * 


to put them out of their troubles. 

Almost any day a hearse may be expected 
to back up to some assessment door and cart 
a “remains” to one of this gentleman’s re- 
frigerating establishments. The refrigeration 
is not all a figure of speech, if we may judge 
by the experience of certain impaired lives 
that were “frozen out” of other reinsured 
assessment concerns. 


CRITICISE METHODS OF ADVERTISING. 


A WESTERN banking paper calls attention to 
some objectionable methods of advertising 
which are frequently used by insurance com- 
panies. One of the most dangerous is the prac- 
tice of scattering broadcast facsimiles of checks 
which are issued in full payment of large 
claims. This practice has become very com- 
mon, and probably hundreds of thousands of 
such copies have been sent out. The danger 
lies in the accurate reproduction of the sig- 
natures. The wholesale distribution brings 
them to the attention of all classes of people, 
among whom may be many forgers, who are 
thus supplied with dangerous facilities for ex- 
ercising their skill. When copies of checks are 
sent out the signatures should be removed 
and the names inserted in ordinary type. 

Another practice is one followed by compa- 
nies of the less reputable class and is seldom 
indulged in by reliable institutions. This is 
the custom of printing on stationery and ad- 
vertising matter the names of well-known 
banks as “depositories,” thus seeking to con- 
vey the impression that the banks have some- 
thing to do with the financial security of the 
concern. It may be a fact that the concern 
has a deposit with the bank, but there is no 
other connection between them. The bank’s 
name is, of course, used without its knowledge 
and most banks will ask a shady concern to 
close its account rather than appear in any 
way on its stationery and advertising matter. 








FOR SALE 
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No one should be deceived by this misuse of 
names by Lloyds and other concerns. A bank’s 
fame in such a place means nothing and its 
use can only be intended as a deception. 





ALL LOCAL AGENTS ARE NOW IN LINE, 


Des Moines Is in Good Shape Following the 
Organization—Field Men Will 
Not Unite. 





The special agents have succeeded in get- 
ting all the local agents in Des Moines and all 
the local stock companies and two mutuals in 


the local board. This puts Des Moines in bet- 
ter shape than it has been for many years. 


The city has been more or less trouble 
to the companies for a long time, owing to 
rate infractions and general disregard of good 
practices. It was suggested that Des Moines 
be made independent of the Bennett rating 
bureau and have a rater of its own, but this 
was voted down. Des Moines agents and bus- 
iness men dislike to get their rates from 
Cedar Rapids and look to that city as rate 
headquarters. However, a stamping secretary 
will be established and a rater from the Ben- 
nett Bureau will probably visit Des Moines 
every week to take up rate matters affecting 
the city. 

Special agents decided not to organize a 
field club for Iowa at this juncture. Many 
companies were opposed to the move at the 
present time, although a committee was ap- 
pointed to take up the subject of co-operation 
throughout the field and local boards will be 
organized as fast as possible. A committee of 
field men has been appointed to go to Water- 
loo and get the local agents in shape in that 
city. 





TO MAKE USE OF SPRINKLERS, 
The Chicago Underwriters Association is 
making another effort to get the fire depart- 


‘ment to make use of sprinkler equipments in 


fighting fires. The department has been disin- 
clined to make sprinkler connections in the 
past. The Association is having experiments 
made at the Underwriters’ Laboratories, show- 
ing the fire lieutenants the workings of the 
sprinkler systems and their effectiveness in 
putting out fires. The lieutenants are also be 
ing urged to familiarize themselves with the 
sprinklered risks in their territory. 





UNITED UNDERWRITERS GOES EAST. 

The United Underwriters of Chicago has 
appointed Pollock and Cortis of New York 
City as correspondents for the eastern terri- 
tory outside of the metropolitan district. The 
same firm will write excess lines in the city 
for the institution. 





_The American Window Glass Company has 
given notice that hereafter it will carry its 
own insurance. 





The attempt to organize the Employers Uu- 
derwriters at Reciprocal Exchange, to insure 
against strikes, whith was being promoted by 
W. C. Nones of Louisville, has been aban- 
doned on account of the indifference of manu- 
facturers and their fear to chance a new 
scheme. 





The Casualty Company of America has is- 
sued a bulletin showing the standing of agents 
in production of health and accident business 
in October. O’Brien & Russell, New England 
managers, stand first, and Leslie H. Webb, 
state agent for Ohio, second. Mr. Webb com 
menced writing only on October 16. 





Joseph C. James, manager of the liability 
department of the Travelers at Cleveland, 
has recently appointed George E. Strock agent 
at Mansfield. Mr. Strock recently purchased 
the Todd fire agency at Mansfield. He was 
for many years bookkeeper for the Baxter 
Stove Company, and is a man of high standing 
in the community. 
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WARD HAS SUME GOOD PLANS 
WILL DEVELOP ASSOCIATION'S FIELD. 


President of the National Life Underwriters 
Organization Tells Something of What 
He Hopes to Accomplish. 


In assuming the presidency of the National 
Association of Life Underwriters, Hubert H. 
Ward does so under conditions that must be 
taken into account in any consideration of the 
policy he may pursue, and in judgment of his 
administration. It is no reflection upon hirr 
that he was chosen as the most available man 
for certain purposes, as he had no claims upon 
the presidency, either through long service in 
the association or by reason of his wide ac- 
quaintance among its membership. 

Purposes of Ward’s Sponsors. 


The men who put him forward, while they 
knew he was not possessed of long experience 
in National association work, and with a full 
understanding that he would not attempt to 
keep up the pace set by his immediate pre- 
decessors, believed that he would bring things 
to pass in advancing the interests of the asso- 
ciation. Some of the veterans of the organ- 
ization favored putting on the breaks, for it 
had become evident to them that the time 
was fast approaching when some of the best 
presidential timber would be rendered un- 
available, because it cost too much time and 
money to be president. 

Just Getting His Bearings. 


To a representative of THE WESTERN UN- 
pERWRITER Mr. Ward said, recently: 

“[ am just getting my bearings, and it is a 
little early for me to outline my plans, for they 
are not yet matured. Had I had the remotest 
ideas that I would be called to the presidency 
| might have given these subjects some con- 
sideration. The duties of the office are mat- 
ters to which I have given no more thought 
than any other man who is actively engaged 
in the business, and has taken only an active 
interest in his own association. Having been 
thus suddenly and unexpectedly called to the 
duties of this high office, my agency needs 
first of all to be put in such shape as to 
permit me to devote myself especially to the 
duties that pertain to this office, and I shall 
not be able, therefore, to spend much time 
in visiting associations until after the new 
year begins, when I hope to meet the breth- 
ren of the local associations as I may be able, 
and to ecunsel and confer with them as to the 
needs of the work. 

Hot Pace Has Been Set. 


“T am afraid that the rapid pace that has 
been set, of the presidents visiting all the 
associations, scattered as they are over a large 
section of our country, has made the duties 
of the presidency especially onerous. I am 
led to this conclusion from the remarks of 
the older men who have been zealous in prose- 
cuting the work, who now hesitate and de- 
cline to assume the duties of the chief execu- 
tive in view of these demands upon him. It 
seems to me that excessive calls of this nature 
do not leave time enough for the president to 
do the really important work he is expected 
to perform. The president’s’ chief work is 
to perfect and extend the organization. This 
is more than one man can do properly, and 
I believe it is for the good of the association 
that a portion of this work be delegated to 
ethers 

Missionary Work to Be Done. 


“While [ am not proposing any radical 
moves, and do not expect to attempt putting 
what plans I may make into execution until 
I have submitted them to others associated 
with me in the work, yet I can say that in my 
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Opinion much of the work of extending the 
organization can best be done by local asso- 
ciations. As soon as possible I desire to go 
over a map of the country, see where the popu- 
lation is sufficiently, dense to furnish material 
for local organizations, and then take up with 
the association most convenient to these points 
the matter of organizing associations there, 
with the aid of the national vice-president 
that may be most available. 


May Have District Organizers. 


“To further the organization, I may favor 
the appointment of district organizers for cer- 
tain territories, such to be appointed by the 
executive committee of the National associa- 
tion. These men should be appointed rather 
than elected, even if the constitution provided 
for them, as many of the very best men for 
this purpose are not known to the National 
association, and might not be elected to such 
positions, while they are known to the mem- 
bers of the executive committee from their 
ewn section. 


Association Membership to Carry Weight. 


“Possibly I am over-sanguine, but I look 
forward to a time when membership in local 
associations will be held to be such an honor 
as solicitors and general agents will have upon 
their cards the words, ‘Member of the 
Association of Life Underwriters,” and that 
these words will be indicative of their integ- 
rity and knowledge of the business. 

“I appreciate that the greatest usefulness of 
the association must come from elevating the 
ideas of those engaged in the business through 
a better acquaintance and greater respect for 
one another. ‘ 

“While it is my desire to have a conservative 
administration, yet I believe that the time has 
arrived for such vigorous action as may be 
necessary to make our associations effective 
and a power in the work of establishing the 
grand principles which we were organized to 
promote. 





INSURANCE CLERKS’ EXAMINATION. 


Rough Notes conducted a successful exam- 
ination for insurance clerks in different cities 
this week. The following were the questions: 

1. How would you write a policy applied 
for by Mary Smith to cover a building, her 
interest in the property being that of a life 
estate, the remainderman being John Jones? 

2. What constitutes a waiver of policy con- 
ditions as to proof of loss and what condi- 
tions may be constructively waived ? 

3. What rights has the assignee of a mort- 
gage under a mortgage policy? 

4. “A” holds title to realty, but makes a 
contract of sale or bond for deed to “B.” How 
shall the policy be drawn to protect “B’s” par- 
tial payments ? 

5. Upon what equitable principle is the co- 
insurance clause based, and why should an 
abatement in rate be made for its use? 

6. Which one of the two following transac- 
tions would be more profitable to the company 
in dollars and cents (no loss occurring by fire 
in either case), taking into consideration the 
reserve and interest at 5 per cent in each case? 

Ist. $5,coo, annual rate 75 cents, written for 
five years at four annual rates, and canceled 
at the end of the third year at short rates; or 

2d. $5,000, annual rate 75 cents, written for 
three years at 2% annual rates, running to ex- 
piration. 

7. Explain the difference, if any, between 
a full coinsurance clause and an average clause 
in a policy of insurance covering in or on a 
group of five buildings. 

8. Explain the difference, if any, between an 
80 per cent coinsurance clause and an average 
clause in a policy covering in or on a group 
of five buildings. 

9. What is an after loss non-waiver agree- 
ment? Its purpose, etc. ? 

10. In the transfer of the agency of a com- 
pany from one agent to another what disposi- 
tion is made of the policy registers and ex- 
pirations ? 





The Union of London has purchased the 
Scottish Alliance. The Sun of England had 
on a deal to buy the company not long ago. 
It does a surplus line business in this country 
through George A. Stanton & Co. of New 
York, but will now, undobutedly, pass into the 
management of Hall & Henshaw, the man- 





agers of the Union. 





* Sprinkled Risk Burns. * 














The Avil Printing Company risk, Market 
street above Thirty-ninth street, Philadelphia, 
which burned the evening of November 1, was 
sprinkled, but burned just like an ordinary 
tinder box. In less than forty-five minutes 
from the time the alarm reached the city 
hall the building had collapsed. The build- 
ing extended from Market to Filbert street. 
The side of the original or main building was 
corrugated iron, plank lined. On the other 
side there had been built an extension, and 
in the middle of the building, on the side 
where the extension was, there was a light 
well, extending through two stories. On the 
third floor, at the Filbert street end in the 
addition, was the ink-grinding and mixing 
room. On the same side of the building in 
the basement toward Market street were the 
vaults, where the electrotypes and plates were 
stored. The watchman went through the 
building at 8 o’clock, and there was*no smell 
of smoke nor any indications that anything 
was wrong. About half an hour later he 
thought he heard something fall in one of 
the upper floors. He went to see, and, look- 
ing up through the skylight, discovered a 
blaze which came out through the windows of 
the ink room. He rushed out, gave the alarm 
through the Western Union offices, which was 
at hand, and upon returning the skylight had 
already fallen in. 

The sprinkler equipment was old, being the 
Kane bulb sprinkler. It was installed about 
fifteen years ago. There was only one source 
of water supply, namely, two  5,000-gallon 
tanks on the roof, with a ten-foot elevation. 
There were about 680 sprinklers in the risk. 
The riser on the main floor was four inches. 
There were 145 heads on this floor. The spac- 
ing of the sprinkler heads was irregular and 
not in accordance with the present rules. No 
very great change had been made in the sys- 
tem since its installation in the late eighties. 
Just before the fire the Philadelphia Under- 
writers Association, through its sprinkler de- 
partment, took up the question with the Avil 
Printing Company to have the four-inch riser 
changed to a six-inch, and the contracts for 
this would probably have been signed the 
second or third of November. 

The insurance on the building was $70,000 
and on the contents $280,000. This will be 
practically a total loss, though there may be 
some salvage on the machinery in the base 


_ment, though not much is expected. ‘There 


was also some special insurance on the plates, 
etc., of $50,000. These plates were stored in 
the basement, and the loss on them will not 
be very heavy. The fire, starting as it did in 
the ink room, is thought by some of the un- 
derwriters to be due to spontaneous combus 
tion, though there is no means of knowing 
definitely in this regard. 

The building burned so rapidly that prob 
ably all the sprinkler heads opened. The tanks 
were either not very full, or an explosion may 
have injured the supply pipe and caused th« 
anks to empty mre rapidly than they other 
wise would haWégdone. It is judged that 
they were not very full, because while th: 
roof fell in in less than forty minutes, whe: 
the tanks fell there did not seem to be ver) 
much water come out of them, and even befor 
the roof fell the tanks hung on the edge in 
manner indicating that they were practicail) 
empty. The risk was a poor one, and whil 
the additions were supposed to be shut ot 
from the original building by fireproof door: 
it is the impression that these were not close 
regularly, and that when the fire broke ow 
it was simply a case of one large area ris! 
The building was of such tinder-like co1 
struction and burned so rapidly that th 
sprinklers did not cut much of a figure. 
was a good deal as though the risk had be« 
a test house, built to show how great a degr 
of heat could be created in the shortest spa‘ 
of time. 
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(he meeting of accident insurance men held 
in New York last week was important in a 
twofold sense. First, as regards the topics con- 
sidered, and second, as to the scope of the 
movement. The meeting was a joint one of the 


executive and uniform policy phraseology com- 
mittees of the National association. It was 
more than this, however, because in addition 
to the members of these two committees, rep- 
resentatives from nearly all of the companies 
represented in the International association 
were present. It was only a few years ago 
that you could not get a convention of more 
than one manager, outside of a little group of 
assessment companies which had seen the im- 
portance of co-operation. The accident under- 
writers have learned that they have common 
interests, no matter what the form of organi- 
zation, and that those interests can best be 
served by co-operation. The International as- 
sociation has been growing for several years, 
but this year, under the presidency of Edson 
S. Lott, it is forging rapidly ahead. 


“< 


Two days were consumed in the joint meet- 
ing, which was held at the offices of the Uni- 
ted States Casualty Company in New York, 
and right busy days they were, too. There 
was the routine work of the executive commit- 
tee to be transacted, besides the clauses pre- 
pared by the uniform phraseology committee 
were to be passed upon. There were six of | 
these clauses and each was carefully consid- 
ered before its adoption. With the large at- 
tendance-and perfect freedom of discussion, 
the clauses adopted fairly represent the per- 
sonal judgment of the accident underwriters | 
of this country. It may be necessary to make 
some modifications in the future, but at the | 
present time, in view of everything, these 
clauses represent the best thought of the busi- | 
A very long step in advance has been | 

! 
| 
! 
! 
| 
| 





ness, 
taken through the companies agreeing upon 
certain standard clauses, which will appear in 
all policies. This will insure a uniform line of 
decisions. By uniformity is not meant that 
these uniform clauses will secure uniformity 
in all the States, but rather that the courts of 
each State will build up a uniform line of de- 


cisions from having to deal with uniform 
phraseology. How much this means to the 
future accident insurance business cannot be 


told at the present time. In place of diversity 
there is to be unity, but this unity is to be 
unity in diversity because of the diverse stat- 
utes of the various States. In the long run, 
however, it will make for general uniformity, 
as the decisions in one State come to be cited 
in other States, and the statutes come to be 
gradually modified to agree with the decisions 
of the courts. 


‘Ne 

ie first clause is known as the insurance 
clavse. This simply fixes the phraseology of 
a cause which has been in general use, with 
som= modifications, by most of the companies. 
Its main thought is that of injury “effected 
thr ugh exteral, violent and accidental means.” 
e unconditional policies the words, “sui- 
cid saneand insane not included,” are added. 
Th notice of injury clause provides that 
n notice of an injury fatal or non-fatal 
upon which claims are to be made must be 
to the company at its home office within 
lays of the accident. The cancellation 





clavse provides that mailing a notice of can- 
cell:ion to the assured’s address, together 
wit: the check for the earned premium, is | 
sufticient notice. A fruitful source of dispute 
in sceident cases has been the right of the 
to 


‘any to examine the person of the in- | 





various kinds. 
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Action of Personal Accident Men. : 


ee ey a 





sured and the right of autopsy. The new 
clause provides that the company shall have 
both the right and the opportunity of exam- 
ination and of autopsy and that the right and 
opportunity of the examination is continuous 
during the disability of the assured. The oc- 
cupation clause is not varied materially from 
the one which has been in general use. The 
new clause simply provides against company 
tinkering. The double indemnity clause is 
quite long. There has been quite a little con- 
troversy in the courts as to the meaning of 
“in or upon,” as applied to passenger cars of 
To make the whole clause 
clear, the second section applies to a passenger 
on board of a steam vessel, while those riding in 
elevators are classed as being inthe elevator, 
and the same is true of a burning building. 
Separating this clause into what may be termed 
its constituent parts, makes for clearness. A 
sort of a variable provision is attached to this 
clause in the shape of a note, allowing it to be 
changed so as to make the clause conform to 
the general scheme of the company in regard 
to double indemnity provision. 


‘Ne 

Probably no phrase of accident insurance 
has caused the managers more worry than that 
of suicide. Suicide is always a difficult de- 
fense to establish. The question came up 
quite prominently last winter in the attempt to 
amend the Missouri suicide law. Accident in- 
surance was brought directly in issue through 
an amendment exempting the accident com- 
panies from the operation of the law. This 
was vetoed by the governor. Within the last 
month, however, the United States circuit 
court in the western district of Missouri 
handed down a decision permitting accident 
companies to limit their liability in cases of 
suicide, by the insertion of a policy clause re- 
ducing the sum payable in case of suicide. 
The committee decided, in view of all these 
facts, not to tinker with the suicide cause at 
the present time. It was not dropped, how- 
ever, as a special committee, consisting of 
Messrs. Samuel Appleton, Carl Schurz Pe- 
trasch and William Bro Smith, were ap- 
pointed a committee to give the subject fur- 
ther consideration and report at the next meet- 
ing. This was wise action, because in matters 
of this kind it does not do to go too fast. 
Most policies now provide for the payment of 
a nominal sum where death is due from sui- 
cide. When the Missouri and Federal courts 
get this matter straightened out, then the 
committee will be able to report a suitable 
clause. 

Ne 

Three new members were admitted to the 
association, namely, the Maryland Casualty, 
the Pacific Mutual and the Ocean Accident. 
The last convention voted to meet at Bar Har- 
bor and the committee selected “The Louis- 
berg.” The meeting will be held in the early 
part of July. 

The casualty business is‘in more of an evo- 
lutionary stage than any other form of insur- 
ance. This is due to two reasons. One that 
it is the youngest of the great departments of 
insurance and second that competition has re- 
sulted in large independence of action on the 
part of the individual company. The com- 
pany manager has quite generally considered 
new plans and new policies from the stand- 
point of his own company without very great 
reference to the general business. The tend- 
ency of the work of the International asso- 
ciation has been to cultivate recognition of 
interdependence of all the companies. This 
makes for uniform evolution and assures that 
the business will gradually grow into a har- 





monius whole without lessening the really val- 
uable part of the independence of the com- 
pany. As said in the opening paragraph, this 
latest meeting of the accident underwriters 
was the most representative which has so far 
been held and very much of this result is due 
to the personality of the president of the In- 
ternational association, Edson S. Lott. 





TO COMBINE WITH A2TNA INDEMNITY. 


Citizens Trust & Guaranty Company of Park- 
ersburg, W. Va., Will Merge with the 
Big Easterner. 


On November 21 a meeting of the stock- 
holders of the Citizens Trust & Guaranty 
Company of Parkersburg, W. Va., will be 
held for the purpose of completing the work 
of consohdating that company with the A®tna 
Indemnity Company. The paid-up capital of 
the Citizens Trust & Guaranty is $250,000, 
which will be merged with the A&tna Indem- 
nity, increasing the capital of that company 
from $793,000 to $1,043,000 and a surplus of 
$270,000. The Citizens Trust & Guaranty has 
had the controlling business in West Virginia 
since it was organized, and the act of con- 
solidating the two concerns will give the Attna 
Indemnity a strong hold in that State. It is 
understood that the trust company will be 
permitted to declare.a dividend of three per 
cent, which is its regular semi-annual divi- 
dend, and an additional dividend of 10 per 
cent, when the stock will be exchanged on an 
equal basis with that of the Etna. The 
Etna Indemnity, it is understood, will keep 
an advisory board of four members of the 
old trust company, and will continue the busi 
ness in West Virginia under the same man 
agement and will add southern Ohio to the 
same field. The present secretary of the Citi 
zens Trust & Guaranty Company, J. F. Fin- 
ley, has made a success of the business, which 
has been limited to West Virginia and the 
District of Columbia, and doubtless has a 
bright future before him as a ‘fidelity under- 
writer, and the business of the AZtna Indem 
nity could not be in better hands. 


AGENCY CONSOLIDATION AT DAVENPORT. 

Frank Balluff and W. H. Snyder & Co. 
have combined their agencies at Davenport, 
Iowa, under the firm name of Balluff & Sny 
der. Mr. Snyder is special agent of the Na 
tional of Hartford in Iowa and Missouri, and 
hence spends considerable of his time in the 
field. Mr. Balluff will, therefore, look after 
the local business. 

SINGLE LIABILITY OF STOCKHOLDERS. 

One result of the recent election in Ohio 
was the carrying of the amendment to the 
state constitution providing for the single lia 
bility of stockholders in Ohio corporations, 
This will become effective upon the issuance 
of the governor’s proclamation on November 
23, or possibly earlier. It will not be neces- 
sary for all corporations to seek a new charter 
in order to avail themselves of the privileges 
conferred under this new amendment. How- 
ever, it is thought that many corporations 
will re-issue their bonds in order to secure 
the benefit of the single liability. In the 
meantime, until the act becomes operative, 
stockholders are liable for the old statutory 
amount for contracts and debts assumed. 





RowL_anp—Neal C. Rowland, the popular 
Ohio special of the London Assurance, is ill 
from a complication of diseases. Whether his 
jaundice is due to jealousy or a general stir- 
ring up of bile from the “jollying” he has 
been getting with “many thanks,” or due to 
his increase in business, is still open to de 
‘bate. However, it is certain that the genial 
Neal is ill, but it is hoped that his present im 
provement in health will continue. 





Use The Western Underwriter Company assign 
ment blanks. 
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AS SEEN FROM CHICAGO. 


QUESTION OF CHARTER MEMBERSHIPS. 

The question has arisen in the Chicago 
Underwriters Association as to the status of 
charter members. The main point of con- 
troversy is whether those memberships are 
divisible. Take, for example, a firm of two 
members which hold a charter membership. 
Suppose this firm dissolves partnership. Can 
each one be entitled to a charter membership 
or not? The rules of the Chicago Under- 
writers Association require those other than 
charter members to have a sole agency of a 
company. The question at issue has arisen 
over the status of the agency of S. F. Requa 
& Sons. The old firm of Davis & Requa held 
a charter membership. When the firm dis- 
solved it seems this membership was continued 
by Davis & Shepherd. Requa & Sons, how- 
ever, had a first agency then, but now have not 
such a representation of the company, but 








claim that they are entitled to membership 


hecause of the old membership of Davis & 
Requa. 
++ +t 
PREFERRED RATES IN CHICAGO. 

Regarding the agitation in some quarters to 
reduce preferred rates in . Chicago, the 
Suburban Agents Journal says: 

“It has been whispered about that the Chi- 
cago Underwriters Association has had under 
consideration the lowering of rates on pre- 
ferred business in Cook county. Jt is to be 
hoped that no such legislation will be at- 
tempted, as it can serve no good purpose. 
The insuring public is satisfied with the rates 
on property coming under that classification, 
and the companies certainly should not find 
fault with a fair dividend-paying rate. The 
class three agents, who write the bulk of the 
preferred business in Cook county, should 
most heartily object to a measure which 
would diminish their earnings.” 

++ ++ 
ENTERING THE AGENCY FIELD. 

The companies that were organized to do a 
surplus line business seem to be getting in 
line for regular agency work. The Scottish 
National of Chicago was the first company 
to begin appointing agents and entering the 
different States. The Eastern of Atlantic City, 
N. J., is now entering the different States, 
and the Metropolitan of Chicago is following 
suit. With the decline of surplus line busi- 
ness these companies feel it necessary to get 
on a regular agency footing. 

+4 ++ 

MARKET MANIPULATION AFFECTS GRAIN. 

Rather an interesting feature has presented 
itself at St. Louis and East St. Louis concern- 
ing the grain situation. It is claimed that 
some board of trade people are endeavoring 
to corner the grain. It is undertsood that the 
“longs” have bought all the insurance capac- 
ity in the elevators, so that the “shorts” are 
not able to get insurance on grain that it de- 
livered in these houses. Companies have had 
more application for grain insurance from St. 
Louis and East St. Louis during the last ten 
days than they have for some time, and it is 
evident that some market manipulation is on 
the boards. 

++ ++ 
LUMBER AND SAWMILL FIRES. 

Companies have been commenting on the 
large number of lumber and sawmill fires 
within the last week or so. This is not the 
time of the year when lumber fires are ex- 
pected, as the heavy dews of night keep the 
lumber and property dampened. Owing to 
the labor troubles and the high price of build- 
ing material, the buildirig market has been 
sluggish for some time, and hence there has 
not been the demand for lumber that is ordi- 
narily the case. At the present season the 
men are being sent into the woods to cut tim- 





ber and the payrolls, therefore, have to be 
met. Some concerns, therefore, have found 
themselves pinched for funds to meet the de- 
mands. It is likely that inspectors will care- 


‘fully scrutinize sawmill and lumber plants 


under these conditions. The following have 
been the recent lumber and sawmill fires: F. 
B. Chase Lumber Company, Morse, Wis.: 
Cameron Lumber Company, Torch Lake, 
Wis.; Atwood Lumber Company, Willow 
River, Minn. ; Chicago Lumber and Coal Com- 
pany, Bibon, Wis.; N. B. Halway, La Crosse, 
Wis.; Hollister Bros., Reesburg, Wis.; Bay 
Shore Lumber Company, Menominee, Mich. ; 
Hudson & Donaldson, Welch, Mich. 
++ + 

STATUS OF MILLERS AND MANUFACTURERS 

The Miliers & Manufacturers of Minneap- 
olis, which formerly did business extensively 
in several sections of the country, is now con- 
fining its operations almost entirely to Min- 
nesota. The assessment that the company was 
forced to levy on its mutual policyholders a 
few years ago caused it to drop backward 
several paces. It was then doing an extensive 
reinsurance business all through the East and 
West. The Millers & Manufacturers pos- 
sesses one of those very valuable charters like 
the Millers National of Chicago, the Michigan 
Millers of Lansing, the Ohio Farmers and 
the Farmers of York, which permits it to do 
both a stock and mutual business. The cause 
of the assessment was due to the fact that 
the Minnesota insurance commissioner ob- 
jected to about $70,000 of the company’s se- 
curities. About three years prior to that he 
got after the company on account of these 
same securities, but G. W. Van Dusen, who 
controls the company, substituted some of his 
personal securities, which were acceptable to 
the department, guaranteeing that they should 
be the property of the company for three years. 
Mr. Van Dusen is a wealthy grain man, and 
is a great deal interested in the Millers & 
Manufacturers. When the time expired for 
which the securities had been put up, he de- 
clined to renew the contract and replaced the 
old company’s securities, taking out his own. 
It was then that the insurance commissioner 
ordered an assessment to be levied. The Mil- 
lers & Manufacturers seems to have been un- 
fortunate in the course of its investments. 
Some years ago it owned a very large block 
of the “Soo” Railroad stock. Just as the tide 
began. to turn in favor of this railroad the 
Millers & Manufacturers traded its stock for 
Montana lands. The deal proved to be an tn- 
fortunate one. If the company had held on to 
this “Soo” stock, it could have realized a very 
nice sum. 





CRITICIZES THE BOARD COSIPANIES 

The Cincinnati Enquirer publishes an in- 
terview with a large local thanufacturer, as 
follows: 

“I have about decided to place all. my in- 
surance in mutual companies. These board 
rates and rulings are constantly fluctuating, 
and I no more than get my factory equipped 
to meet one set of requirements than some in- 
surance inspector comes along and pronounces 
the equipment or improvements ‘N. G.’ Then 
I am asked to realter all the work, or else, I 
am told, that my insurance policies will surely 
be canceled. One inspector will say one thing 
and another inspector will say just ‘the oppo- 
site. I am of the opinion that about one-half 
of these board combination insurance people 
do not know their business and the other half 
knows less. Their many and varied differ- 
ences of judgment are beyond an outsider’s 
comprehension, if, indeed, within their own 
understanding. I think I will try the mutual 
insurance companies and see if any of them 
will write a risk without asking the owner 
to rebuild or improve every week or so.” 





The Federal of New Jersey and the Eastern 
of New Jersey are entering Missouri. 


It is estimated that losses on the Pacific 
Coast this year will be double those of last 
year. 





OHIO AND WEST VIRGINIA 


COUNTY ORGANIZATION BEEN FORMED. 














Ashtabula Agents and Others Start An Asso. 
ciation to Stop the Rate Demora- 
lization There. 





As a result of meetings held on the 4th and 
5th of this month, the local agents of Ashia- 
bula county formed a county association 1):- 
der the Ohio Association of Local Fire Insur 
ance Agents. All but two agents, one frim 
Ashtabula and one from Conneaut, joined, 
while the Geneva agents are holding aloof. It 
is expected, however, to secure the membership 
of every agent in the county in the near future. 
The establishment of a stamping office is one 
of the features provided for by the new organ- 
ization. 

The officers elected were: Fred A. Will- 
iams of Ashtabula, president; D. W. Hay- 
ward of Conneaut, vice-president; I. S. Hewiit 
of Conneaut, secretary and treasurer. 





LATIMER TAKES THE SCOTTISH UNION. 

Dana E. Latimer of Cleveland has been ap 
pointed special agent of the Scottish Union 
& National for Ohio. The appointment was 
made by Superintendent of Agents Hogue last 
week, after United States Manager Brewster 
had been in Cleveland and conferred with 
certain men there. Mr. Latimer is one of the 
younger of the Ohio field men, having been 
special of the German of. Pittsburg for the 
past four years. In that time the German's 
business trebled in volume in Ohio, exclusive 
of Cincinnati, which was not under his juris- 
diction. He is one of the Chardon contingent 
and got his first training in Cleveland under 
L. E. Parsons, who was then general agent 


for Ohio of the Milwaukee Mechanics. 
++ ++ 


ARRESTED FOR ARSON. 

John Untch of Canton was arrested on 
Monday charged with arson. On Saturday 
his saloon was the scene of a fire. The fire- 
men found the doors and windows barricaded. 
Inside they found a broken bottle of inflam- 
mable oil. The property was worth about $500 
and had recently been insured for $1,500 
Deputy Fire Marshal Hart of Akron is in 


vestigating the case. 
++ ++ 


HOME JOINS EXCHANGE. 

F. S. Hoskins & Co., representatives of the 
Home, were admitted to membership in the 
Cleveland Fire Insurance Exchange on Mon- 
day, November 9. The following sub-agents 
were also admitted: Van De Boe, Hager & 
Co., and L. H. Wain & Co., who are also 
real estate agents; C. A. Mueller & Co., and 
Lewis Peters & Co., insurance exclusively; 
Wm. G. Phare & Co. and Walker & Co., con- 
nected with banks. There are yet several 
other sub-agents who will be admitted within 
a few days. 

Cleveland fire insurance agents now breathe 
easier. The struggle to get the Home in has 
been the hardest in the history of the ex- 
change and the situation has been the most 
perilous. The rule restricting membershi) to 
sole agents was waived in the case o/ the 
Home’s present representatives, but in f: ‘ure 
agents of this company will be on a par with 
those of others in this regard. 

ae at 
OHIO FIELD CLUB MEETS. 

The Ohio Field Club held its re-ulat 
monthly meeting in its rooms in Colu: bus, 
O., November 7, with a large attendance In 
the unavoidable absence of President: £ ref- 
fler and Vice-President Gibbs, C. B. ‘orry 
was elected chairman. 

A resolution, proposing a change in t!* by- 





the 

Ste 
per: 
nun 
tack 
loss 
bur 
Stat 


roo 
buil 
Hye 
whi 
fire 

Clul 
for 

inte 


A 
to s 
fron 
of t 
caus 
pani 
the 
to f 
son. 


penc 





November 12, 1903. 


THE WESTERN UNDERWRITER. 





If 








laws changing the time of meeting from the 
morning of the first Saturday of each month 
to the afternoon of the first Friday, was 
oficred and will probably be adopted at the 
next meeting, when it comes up under the 
rules. 

H. M. Gibbs sent in a written resignation 
as vice-president, which was a gem of litera- 
ture Wit and eloquence were so prolific 
that the motion to accept the resignation 
embodied, with thanks to the retiring officer 
for his faithful and arduous services, an order 
that the letter be spread on the minutes. C. 
B. Corry was elected vice-president, to suc- 
ceed Mr. Gibbs. 

++ ++ 


OHIO FIRE APPOINTMENTS. 


itna—Nelson P. Swauk, Quincy; Selden A. 
Reed, Oberlin. 

American, Philadelphia—McKinley & Everett, 
Marion. 

Continental—E. D. Blanchard, Wellston. 

Citizens, Mo.—C.,, L. Lane & Co., Bellefontaine ; 
John W. Krauth, Hamilton; James A. Gregory, 
Port Clinton. 

German AlJliance, N. Y —M. Hutt, Waverly. 

German American, N. “has. O. F. Brown, 
Cadiz. 

Globe & Rutgers—Fred Schlosser and Son, 
Piqua; W. E. Helmick & Co., Zanesville. 

Greenwich—Emmett F. Garrison, Kent; J. A. 
Smith, Carey; Burritt J. Brotherton, Delphos; 
E. L. Lyon, East Palestine; Bartholomew & Pot- 
ter, Geneva; Frank W. Jones, Ravenna; J. M. 
Scarborough, Hillsboro. 

Ilome—Ernest Dalldorf, 
Wanamaker, a ge Roether, McComb. 

Ins. Co. of N. A.—Seymour M. Frayer, Jeffer- 
son; Albert C. Adams, Millersburg ; Banner M. 
Allen, Mt. Vernon ; Wm. J. Wright, Toledo ; - 2. 
Gothlin, Dayton; E. F. Garrison, Kent; Mac 
Johnson, Beach City. 

— & Lancashire—William FE. Crayton, 

Ama. 

Mechanics, Philadelphia—John Heckle & Sons, 
Cincinnati. 

R Milwaukee Mechanics—John L. McConnell, Al- 
lance. 

Norwich Union—F. W. Robinson, Cleveland; 
Pursell & Williams, Piqua. 

Phenix, Hartford—Nichols & Little, Lorain; 
a M. Lance, Fostoria; Carrie E. Sluss, Louis- 
Ville. 

Phenix, London—Stace & Krauth, Hamilton. 

Providence-Washington—W. J. Little & (Co., 
Steubenville; Neuhart & Thompson, Woodsfield ; 
J. S. Porter, Gallipolis. 

Queen—F. W. Peters, Marion; F. L. Veebout, 
Wellsville. 

Royal—Jackson & Patterson, Mason. 

Sun, Eng.—Pursell & Williams, Piqua; McKin- 
ley & Everett, Marion. 

Sea & Lake, Chicago—Hall & Harter, Akron; 
Ira L. Miller & Co., Dayton. 

Teutonia, La.—F A. Kaercher, Youngstown. 


a+ a+ 
LOSSES DUE TO FEUDS. 

Startling testimony given by witnesses in 
the recent murder trial of Samuel Ashby at 
Steubenville, O., which reflected on various 
persons in Warren township have resulted in 
numerous feuds. In addition to personal at- 
tacks, property has been burned, entailing a 
loss of $30,000. Several other attempts to 
burn property have been frustated. The 
state fire marshal is investigating. 

++ ae 
LOSS IN WEST VIRGINIA. 

The principal business block in Sutton, W. 
Va., was burned on the morning of Novem- 
ber 6, causing a loss of about $10,000. The 
entire frame block, in which were the Juerkins 
& Walker’s drug store, Williams’ restaurant, 
J. 1. Frame’s grocery, Charley Sommer's pool 
room and the postoffice, was destroyed. The 
building, which belonged to the Bland and 
Hyer heirs, was not covered by insurance, 
while the contents were fully covered. The 
fire «riginated in the Sutton Business Men's 
Club, which was recently organized and had 





Defiance; Art W. 


for object the furtherance of the business 
mtercsts of the town. 
++ ++ 


SENTENCED FOR ARSON. 

At'-rney Albert Brown has been sentenced 
to scrve two years in the Ohio penitentiary 
from \ucas county. Brown is said to be one 
of th Williams county gang whose operations 
Cause’ so much loss to the insurance com- 
Panic-. William Stevenson, another member of 


the \\ Jliams county gang, has been sentenced 
'0 four years in the Ohio penitentiary for ar- 
son. 


tevenson has taken a stay of execution, 
Pend: an appeal to the circuit court. It is 











thought that the remaining members of this 
gang are preparing to contest their cases 
rather hotly. 





OHIO AND WEST VIRGINIA NOTES. 


Nolan & Costelle have started a local agency 
at Defiance. 


Owing to the poor fire protection in Wheel- 
ing, W. Va., it is likely that the “pink slip” 
advance will be applied to that city until the 
department is improved. 


J. L. Cohagan of Marietta has sold his fire 
agency to S. A. Palmer, a new man in the 
business. Mr. Cohagan retains the Central 
Accident and National Life of Vermont. 


Oliver E. Jones, who for some years was 
office manager for the John R. Davis’ Sons 
agency at Youngstown, is now with the Home 
Savings & Loan Company. John R. Davis, 
Jr., is now in charge of the agency. 


J. B. Jackson & Co. have transferred their 
Lima (O.) agency to Driver Bros. This firm 
has been in the life insurance business for 
some years, but this is their first venture in 
the fire insurance field. They will join the 
Iccal board immediately. 


M. A. McConnell, of the Boyd & McConnell 
local agency of Coshocton, defeated the Demo- 
cratic candidate for second term for representa- 
tive in the State Legislature. Mr. McConnell 
had a big majority vote to overcome, but was 
elected by a handsome majority. 


William H. Hepburn of Lisbon has sold 
his agency to C. B. Kenty and G. C. Baxley. 
The fire companies to be transferred are the 
7Etna, Greenwich, Hartford, Home, L. & L. & 
G., North America, Northern, Orient, Penn- 
sylvania Fire, Phenix and Phoenix of Hart- 
ford. Mr. Hepburn has other business that 
takes him from home considerable time. 





FIRE LOSSES ARE GIVEN. 


The Journal of Commerce and Commercial 
Bulletin says: 

“The fire losses in the United States and 
Canada during the month of October, as com- 
piled from our carefully kept records, show 
an aggregate of $10,409,800. The following 
comparative table shows the losses for the first 
ten months of 1901, 1902 and 1903: 


1901. 190 1903. 
January. .$ 16,574,950 $ “mae $ 13; 166,350 
February. 13,992,000 21,010,500 090,800 
March.... 15,036,250 12,056,600 prensa 
April..... 11,352,800 13,894,600 13,549,000 
May...... 22,380,150 14,866,000 16,366,800 
June...... 9,590,000 10,245,350 14,684,350 
july.. 15,740,000 10,028,000 12,838,600 
August... 8,334,000 7,425,550 8,428,250 
September 7,645,200 9,045,000 —_-9,939,450 
October.. 14,749,900 9,593,300 10,400,800 





Totals.$135,395,250° $124,007,700 $125,381,450 


“It will be noted that the total loss for the 
first ten months of 1903 is over a million more 
than for the same period in 1002, but this prob- 
ably is;not out of proportion to the increase 
in burnable values throughout the country. 
November opened up quite expensively as re- 
gartds fire losses in the West, and of late has 
not been profitable to fire underwriters. Taken 
altogether, however, the year so far has been 
favorable to the insurance companies, except 
so far as the fall in security values affects 
their net surpluses.” 





TO DO LOCAL AGEN.Y BUSINESS. 

The Metropolitan Fire of Chicago, which 
has been doing a surplus line business, is now 
about to enter the local agency field and 
appoint agents in some of the western States. 
It is already admitted to Illinois and Ohio 
and will seek agencies in the important points 
in these States. It will also enter Michigan, 
Minnesota, Missouri and Wisconsin and plant 
local agencies therein. The Metropolitan Fire 
is in the control of John Naghten & Co., gen- 
eral managers, in the National Life building. 
It is a first-class company in every respect and 
local agents will be treated with consideration. 





Our expense books are very popale 
We have several styles of special agents’ field 





UNDERWRITING IN MICHIGAN 


DETROIT AGENTS HOLD A MEETING. 











Several Men Informally Discuss the Issues and 
Prescribe Remedies for the Better Con- 
dition of the Business. 





The special meeting and smoker of the 
Fire Underwriters Club of Detroit was held 
Friday last and was well attended by the 
agents, instead of their representatives, as is 
the case at most meetings of the club. Aftet 
the cigars had been passed and a social half 
hour spent, the agents appointed Cullen 
Brown of Warren, Brown & Co., chairman 
of the meeting. The proceedings of the Na 
tional association were then taken up by the 
delegates from Detroit, Fred Guenther, Wm 
A. Eldridge and Joseph P. Goodrich. 

Mr. Guenther explained the attitude of the 
National association toward the action of 
companies using tactics similar to those of 
the Germania in Detroit. Conditions similar 
to those existing in Detroit are to be found 
in other places. Companies that are acting 
fairly in some places are worse than the Ger 
mania in Detroit in others. The Home of 
New York, while it is one of the best board 
companies in some places, is at odds with the 
local board in Cleveland, for example. 

Mr. Eldridge explained that the proceedings 
of the meéting would soon be published in 
pamphlet form, and the resolutions intro- 
duced before the National Association of 
Local Agents, and it would contain the reso- 
lutions pertaining to outside companies in 
full. He also spoke of the conditions in 
New York, where there are less evil practices 
than in any other city in the country, and told 
the agents of a fund that had been pledged 
to carry the suit begun by the National of 
Hartford against a New York agent, pertain 
ing to the ownership of the business, to the 
United States courts, if necessary, and the 
agents were asked to stand by that pledge. 

Cullen Brown next explained a plan for the 
suppression of the Germania evil. It was 
suggested that a certain district be assigned 
to each agent and a certain period of time be 
assigned for a special canvass against Ger- 
mania business. The policies of the Germania 
which were found to be written at a cut rate 
were to be taken up and canceled at short 
rates, and on appointed days were to be sent 
to the company direct, with a sight draft at- 
tached for the return premium. The policies 
were to be replaced at a rate necessary to 
secure the business. 

Inspector Chapman, of the Michigan Inspec- 
tion Bureau, then gave his views of the pres- 
ent situation. He said that the agents were 
apparently desiring a cessation of the present 
evil at an expense of they knew not what 
He said that the position of the inspection 
bureau could best be illustrated by the fol 
lowing story: “During the progress of the 
Civil War a darkey was asked why he did 
not join the army and help fight for his free 
dom. He replied: “Well, massa, did you 
ebbah see two dawgs fightin’ ober a bone?” 
“Yes,” was the reply. “Well, den, did dat 
bone fight?” The work of the inspection 
bureau was to promulgate the rates, but it 
could not have anything to do with the pres- 
ent situation. The local agents would have 
to settle the question among themselves. 

General Agent H. F. Cornell, of the Ger 
man of Freeport, was the next speaker. He 
said that the Detroit agents were making 
mountains out of molehills. The situation is 
not as bad in Detroit as reported. Suppose 
that the Germania has taken out of Detroit 
$60,000 in premiums in the past year. It was 
not all at cut rates. That is only a small 
proportion of the premiums of the city. He 
said: “The agents cannot afford a rate war, 
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Perhaps some of your companies can, but you 
most emphatically cannot. The plan suggested 
by Mr. Brown has been tried in seven in- 
stances to my knowledge and proved success- 
ful. It could be tried here, and I have no 
doubt that the companies would stand by you 
in any course of united action. I would ad- 
vise that you plod along, doing the best you 
can, and let the Germania and the other com- 
panies take care of themselves. In many 
cases, where the companies do not get board 
rates, it is because they are not subscribers 
of the bureau and take the business at rates 
that they consider satisfactory.” 

President Vernor, of the Detroit club, then 
explained the workings of the executive com- 
mittee of that organization. It was its policy, 
he said, to thrash out all complaints before 
that committee. There have been few com- 
plaints of any moment for some time. Those 
which have been, when presented, run to the 
ground have been for the most part either 
satisfactorily explained by the accused or have 
been found to have little foundation. He said 
that the members should not attend club 
meetings with a chip on their shoulders. 
object of club should be a good feeling among 
members and the promotion of social and 
business intercourse. He recommended that 
the club hold at least three banquets a year, 
to which all agents of fire insurance compa- 
nies in the city should be invited. He said: 
“Often we condemn a man; when we know 
him he is a good fellow, and I believe that 
the better we local agents become acquainted, 
the better it will be for all concerned.” 

A resolution was then adopted asking the 
club to arrange for a social meeting with a 
banquet, in the near future, and the meeting 
then adjourned. 





MICHIGAN FIRE APPOINTMENTS. 


American Central—D. W. Chase, Midland. 

American, ’a.—A. D. Conley, Lum; Wm. Baird, 
Marine City. 

Delaware—C. L. Le Bare, Grand Rapids. 

Fire Assn.—R. W. Bagot, Elk Rapids; H. G. 
Wiley, South neve. 


Girard F. & M.—H. H. Tinkham, Grand Rapids. 
Greenwich Pig H. Homer, Brown wid RB. A. 
Day, Flint; E. A. Fellows, Homer; G. Lawton, 
Lawton ; Rudolph Papst, Lexington; W. “ia, Hanil- 


ton, St. Johns. 
German. Ill.—T. R. Woods, Dearborn. 


Germania—H. L. MeNeil, Paw Paw. 4 

Hartford—M. L. Hagle, Metamora; McKenzie 
& Cadwallader, Owosso; H. G. Wiley, South 
Haven 

ins. Co. of No. America—aA. Osborn, Eaton Rap- 
ids: H. C. Freeland, Mason; H. G. Wiley, South 
Ilaven; H. A. Ramsdell, Vicksburg. 

Lafayette—Kelley & McDonald, Si sense; > ie 


Butler, Ann Arbor; O. V. Linden, Escanaba; E. V. 


White, Gladstone; W. F. McBain, Grand Rapids ; 
F. A. Foster, Ludington; J. C. Holden, Reed 
City: J. R. Santo, Traverse City. 

Liverpool & London & Globe, N. Y.—Ainger, 


Detroit. 
Eng.—W. G. 


Swales & Preston, 
North B. & M., 
voix. 
Northwestern National—oO. H. Perry, Galesburg. 
National, Conn.—E. L. Cooper, Grass Lake ; 
Chas. Row, Lansing; M. L. Hagle, Metamora ; 
Hl. G. Wiley, South Haven. 
Northern, Eng.—lIrvin Chase, Evart; Arthur 
Finley, Hancock; D. W. Chase, Midland. 
Orient-——C. H. Winchester, Grand Rapids. 
Prussian National—A. H. White, Hudson. 
Reliance—Miller & Miller, Marshall. 
Scottish National, Ull.—Ainger, Swales & Pres- 
ton. Detroit; L. B. Saunders, Grand Rapids. 
Thuringia—W. B. Gildart, Albion; O. C. Trask, 
Williamston. 


McCune, Charle- 


++ +t 
THE SITUATION AT MARSHALL. 

Bad practice has been the rule at Marshall 
for some time and committees have visited 
that city from both the union and non-union 
organizations, trying to bring the agents into 
line. At the joint meeting of the union and 
non-union special agents held recently in De- 
troit, a general committee was appointed, of 
which L. E. Margah, special agent of the Sun, 
is chairman, to secure better practices. This 
committee visited Marshall on Wednesday. 
The committee is composed of both union and 
non-union special agents. 





’ MICHIGAN NOTES. 


The City & Suburban Homes Company of 
Detroit, through its manager, R. G. Lam- 
brecht, have resigned the agency of the Con- 
tinental of New York and have secured the 


agencies of the London Assurance and the 
London & Lancashire, making the agency 
union. They have also made a writing agree- 
ment with the Orient. 


The Freeport Cutter Company of Freeport 
was destroyed by fire last week. The loss was 
$18,000, while the insurance carried amounted 
to only $3,000. 


A committee was appointed at the joint 
meeting of union and non-union special agents 
to confer upon a permanent organization. This 
committee met at the rooms of the Michigan 
Field Club in Detroit, November 9, every 
member being present. Just what plan of 
action is to be pursued will be made public at 
the next meeting, the first Tuesday in Decem- 
ber. 








WITH THE INDIANA AGENTS. 





The- 





INDIANA AGENCY APPOINTMENTS. 


American, Newark—W. A. Justus, Veedersburg. 
American Central—J. W. Whickcar, Attica; Ed- 
gar F. Allen, Linton; William Willis, Sullivan. 
Caledonian—Holcombe & Owen, Bedford. 
(itizens, Mo.—Edward C. Beaver, Frankfort. 
Delaware—Harvey J. Leonard, Anderson. 
Fire Association—Reverdy Puchett, Winchester ; 
Eustace W. Homan, Danville; Arthur O. Bucken- 








brough, Lafayette. 

German Alliance ‘rthur O. Brockenbrough, La- 
fayette. 

German Ame::.iu-—Arthur O. Brockenbrough, 


Lafayette. 
Germania—oO. C. 
liams, Alexandria. 
German, I 
Glens Falls Edwin “Wade, Mont Vonnen: Fred 
C. Robinson, Elnora. 
Greenwich—E. C. Beaver, Frankfort. 
Hartford—Benard A. Vogel, Monticello; L. F. 


Hiatt, Elwood; John M. Wil- 








Symons, Lewisville; George W. Peffley, New 
lalestine. 

Insurance Company of North America—Jas. J. 
Anderson, Carthage: Arthur O. Brockenbrough, 
Lafayette; Reverdy Puckett, Winchester; Eustace 
W. Homan, Danyiile. 

North British & Mercantile—James H. Match- 


ett, Bourbon; Dee R. Jones, Summitville, Kelley 


& Wagner, Terre Haute. 

Northwestern National—Hammon & Tillman, 
Brookville. 

Pheenix, London—Arthur O. Brockenbrough, 
Lafayette. 

Prussian National—Oliver C. Hiatt, Elwood. 

Queen—J. Vene Dorland, Laporte: Holcombe & 


Owen. Bedford: James A. Wilcox, Woolcottville. 
RNeliance—Harvey J. Leonard, Anderson. 
Scottish Union & National—D. L. 

loo. 

Security, New 
H. Julian, 


Leas, Water- 


Haven—G. M. Williams, Attica ; 


Hymera; Clinton Murphy, Rock- 
ville. 


St. Paul F. & M.—John S. Jack. Peru; W. W. 
Layton, W. W. Luke and R. W. Miles. Covington ; 
Jcs. F. Sleeper, Oxford; Wm. H. Bonner, Clinton. 


++ ++ 





DEAN SCHEDULE INTRODUCED. 

The introduction of the Dean mercantile 
schedules in Indiana, following the use of the 
Indiana schedules, is causing some comment. 
Valparaiso has adopted the Dean rates. It is 
claimed they are higher than those under the 
Indiana schedule. The use of two schedules 
is not regarded with favor by the field forces. 





INDIANA NOTES. 


P. G. Hooper of Decatur, Und., has taken 
E. B. Lenhart as a partner, the firm name now 
being Hooper & Lenhart. 


John Hayden of Vincennes, Ind., has been 
sentenced to prison for arson. He fired more 
than a dozen buildings to get revenge. 


Lon Eckenrod, a morphine fiend, attempted 
to burn the Grant county (Ind.) court house. 
He secured a key and started a fire on the top 
floor. Timely discovery by the janitor saved 
the building from total destruction. 


A half-dozen barns have been burned re- 
cently near Cannelton, Ind., by incendiaries. 
After the last one was in ashes Friday night 
last bloodhounds were secured and followed 
a trail to a house one mile from the burning. 
It was found the man suspected had left a 
few hours before for Arkansas. 


A question has arisen as to the allegation 
that Charles L. Devault of Columbia City, 
Ind., had issued bogus fire policies in the 
Magdeburg. An affidavit has been produced 
by A. Dohmeyer, assistant manager of the 
company, made by Devault, saying that the 
blank policies left with him had been lost. 





The Continental Insurance Company has 
canceled all the packing house risks it heid 
in St. Joseph, Mo, 








FIELD NOTES OF WISCONSIN. 


GERIIANTOWN MUTUAL TO REORGANIZ& 





Will Become a Stock Company on December | 
Largest Mutual Doing a General Busi- 
ness in the State. 





Under a law passed by the last Wiscons: 
legislature, the Germantown Mutual of Ge 
mantown will reorganize on a_ stock bas 
It expects to have the reorganization con 
pleted by December 1. 

The Germantown is the largest of the thr: 
mutuals doing a general business under the 
old Wisconsin law. It has about $235,000 of 
cash assets. The reorganization will have 
quite an effect on its agency force, as, it is 
said, it will cease writing farm business. It is 
an old, conservative company, and has always 
been very well managed. 





SPRINKLER EQUIPMENT WAS POOR. 

The Holway sawmill burned at La Crosse 
a few days ago. This mill had a sort of 
sprinkler equipment, with one source of sup- 
ply, but companies did not count the sprinkler 
apparatus as any protection. The rate was 
$4.90. The mill was considered to be anti- 
quated and in bad condition. Several com- 
panies had canceled off. Inspectors who are 
acquainted with the sawmill situation claim 
that there is no sawmill on the Mississippi 
river that can be relied on from an under- 
writing standpoint, other than one or two at 
Winona. 

++ ++ 
WISCONSIN AGENCY APPOINTMENTS. 
American, Newark—E. J. Strupp, Athens; H. | 


Willard, Mazomanie ; Samuel E. Blaine, Boscobel : 
Thomas W. King, Spring Green. 


American Central—George D. Sprain, West 
Salem. 

Colonial—Walter Schroeder, Milwaukee. 

Concordia—Henry Gruett, Potter. 

Continental—Edmund E. Haugen, Orfordville; 
George E. Westherby, Shullsburg. 

Dubuque F. & M.—Alexander Johnston, Chip 


pewa Falls. 
Farmers & Merchants—Jobn Benisek and Burt 
Rynders, Antigo; George H. Welton, Marshfield. 


Fire Association—John Elva Fencel, Bangor; 
Willis Ralph Hoard, Sharon. 
German, Ind.—George H. Welton, Marshfield. 


Germania—J. C. Bullock, Milwaukee. 


Glens Falls—Albert Rueth, Sun Prairie; Frank 
KE. Downey, Rice Lake. 

Hartford—: August Nedden, Tigerton. 

Home, N. Y.—Charles H. Pfennig, Kenosha; 
Morris E. Gardiner, Dartford. 

State of Ill—Don Van Wart, Beloit; Alanson 


A. Graves, Loyal; Edwin C. 
—_ A. Quammen, Deerfield. 
s. Co. of North America—William Alden War- 

a ‘North Freedom; John Elva Fencel, Bangor; 
Charles M. Christenson, Barron. 

London Assurance—William O. Kelm, Portage. 

Manchester Assurance—Minnie E. Porter, Fort 
Atkinson. 

Milwaukee—Michael Doyle, Gratiot. 

Milwaukee Mechanics—Oscar J. H. Semmann, 
Milwaukee; John F. Roberts, Eau Claire; W. H. 
Damm, Collins; J. H. Wall, Highland. 

National, Aliegheny—Henry Gollusch, Herman 
Pereles, Milwaukee ; August Ruhlander, "Applet: mM; 
James W. Scott, Janesville; John Benisek and 


ay Rynders, Antigo; George H. Welton, Marsh 
1e Ic 


Pape, New London; 


National Hartford—Ed. C. Story, Belleville. 
Northwestern National—Erwin BE. Williams, 
seaver Dam; Phillip H. Hamm, Milwaukee. 


Prussian National—Peter Christensen, Neenah 

ee e and Robert M. Crawford, Mineral 
Point; J. McLean and W. C. Ribenack, Me 
nomonie ; } it. Heller, Jr., Sheboygan; John 
D. Bowes and Flonzo P. Nichols, Milwaukee. 

Security—G. E. Kirchstein, Merrimack; 0. §. 
Jacobson, Dane. 


Thuringia—William C. Orr, Rhinelander. 


WISCONSIN NOTES. 


The Lafayette Fire of New York has gone 
on a sole agency basis in Milwaukee, in the 
office of H. F. Washburne. 


W. A. Rogers of Milwaukee, formerly Wis- 
consin state agent of the Home, has opened 
an office for independent adjusting. 





_ Judge Carland, of the United States Court 
in South Dakota, in passing on a demurref, 
sustains the anti-compact law of that Srate, 
which is almost identical with that of Iowa, 
which has been declared unconstitutional 


Judge Carland holds that he could not a:opt 
the reasoning which led to the decision: in 
Nebraska and Iowa, 
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AMONG THE GASUALTY MEN. 


BANK BURGLARIES BECOME NUMEROUS 








Many Losses Are Reported Throughout the 
West During the Last Two Months - 
Outlook Not Bright. 


Bank burglaries have been numerous of late. 
lhe subjoined list shows the western cases, 
il but two carrying a burglary insurance 
policy : 

September—Bank of Clear Lake, Minn.; 
Minnehaha County Bank, Valley Springs, 
S. D.; State Bank of Wilsey, Kan.; Bank of 
Woodstock, Minn.; Cummings’ State Bank, 
Cummings, N. D.; Bank of Downes, Wash. ; 
Farmers’ State Bank, Waconia, Minn.; State 
sank of Roberts, Wis.; State Bank of Chan- 
dler, Minn.; State Bank of Ewing, Neb.; 
Bank of Loomis, Neb.; Farmers’ and Mer- 
chants’ Bank, Byron, Neb.; The Bank of Odin, 
Minn. ; Citizens’ State Bank, Green Isle, Minn. 

October—Farmers’ State Bank, Berwick, 
Ill.; Citizens’ National Bank, Woonsocket, 
S. D.; Bank of Viborg, South- Dakota; Far- 
num State Bank, Farnum, Neb.; Hubbard 
State Bank, Hubbard, Neb.; Holland State 
sank, Holland, Minn.; The Bank of Spring 
Grove, Minn.; Bank of Villard, Minn.; Bank 
of Newberg, Oregon; Bank of Pleasant Dale, 
Neb.; Bank of Romulus, Mich.; Bank of 
McCall, S. C.; Burrton State Bank, Burton, 
Kan.; Bank of H. L. Burnett, Raleigh, IIl.; 
Hays Banking Company, Queen City, Mo.; 
Scroggins & Wortman, Sheridan, Oregon. 

The above banks had losses running from 
$=00 (damage) to $7,000 (loss of money). 

Companies anticipate a heavy run of losses 
during the winter. 





UNION SURETY & GUARANTY COMPANY. 

It seems there is still a good deal of doubt 
as to what course the Union Surety & Guar- 
anty Company of Philadelphia will take as to 
holstering up its financial condition, to which 
exception was made by the insurance depart- 
ment of New York. Its stockholders object to 
an assessment to make good the impairment. 
\ plan is now proposed to cut down the capi- 
tal $125,000, and then increase it to a like 
amount, thus preventing the stockholders, who 
refused to pay anything, from sharing in the 
funds which may be subscribed by others. 

++ ne 
FIDELITY & CASUALTY EXAMINED. 

The Fidelity & Casualty has been examined 
hy the New York department as of August 
31. The surplus at that time was found to be 
$1,.475.546. This is more than was reported by 
the company, as an item of $250,000, carried 

a contingency fund, was allowed by the 
department to go to surplus. Credits were 
given also for $84,000 more reserve than was 
called for by the law, and also credits were 
given for larger value in real estate. The 
lidelity and Casualty has long been acknowl- 

lged as a progressive, substantial, well-man- 
aged company. The extra reserves put up by 

¢ company show that it amply protects its 
licyholders against all possible contingencies. 
te +e 
CHANGE IN CHICAGO OFFICE. 

lhe Union Casualty of St. Louis has made 

important change in its Chicago office, 

‘lowing the re-organization plan of Manager 

H. Pye. W. G. Wallace, the manager 
the Northwestern Department, which in- 
led Michigan, Wisconsin and Chicago, has 

igned and will be succeeded by Harry S. 

mas, who is connected with the general 

ney of the National Fire of Hartford. J. J. 

mey a short time ago was appointed to 

e charge of the personal accident and health 

iness in Chicago and has succeeded admir- 

in his department. Mr. Thomas is re- 
g.rded as a high class young man who will 
Pesh out for business on strong lines, Mr. 





THE WESTERN UNDERWRITER. 


Wallace has done excellent work in following 

up the company’s business in the Northwest. 

++ ae 

BECOME CITY AGENTS AT CLEVELAND. 
Davis & Hinig have become city agents of 
the accident, health and plate glass depart- 
ments of the Casualty Company of America 
at Cleveland and have their office with State 
Agent Webb. The firm is composed of Ed- 
win W. Davis, who a few months ago became 
liability manager for Negley & Clark, general 
agents of the Maryland Casualty at Pittsburg, 
after a number of years’ service in the office 
of E. Shriver Reese, city agent of the Ocean 
Accident at Cleveland, and Benjamin C-. 
Hinig, who has been a solicitor for the Ocean 
Accident at Cleveland for some time. Mr. 
Hinig has a considerable fire business, and 


the new firm will continue to handle this line ~ 


ot insurance also. 





EXPLANAT:ON AS TO SURETY SUITS. 


Competitors of the National Seem to Be Exag- 
gerating the Cases Against the Company’s 
Record in Illinois. 


In the last issue attention was called to 
numerous suits brought against the National 
Surety Company. An explanation from Joyce 
& Ayres, the managers at Chicago, brings 
to light that most of these suits are not 
likely to cost the company anything in the 
way of indemnity, as in some cases there has 
been a breach of contract and in others it is 
merely a matter of testing in court who is 
entitled to receive the indemnity. The Na- 
tional has settled on the Nicholson & Son 
contract, covering the First National Bank 
building at Chicago, at a much lower sum 
than was reportéd, three days after demand 
was made. 

There is a heavy fight being waged against 
the National by other surety companies on ac- 
count of the aggressive policy by Joyce & 
Ayres. Since this firm took hold in Chicago 
it has increased the National’s business very 
materially. During the first nine months of 
this year more business was written than 
all of last year combined. The firm has the 
bonding of all the railroads with headquarters 
in Chicago, except three. W. B. Joyce, of 
the firm, is a stockholder in the company and 
has been much interested in it since its or- 
ganization. Its main operations have been in 
the Northwest, with headquarters at St. Paul, 
where Mr. Joyce resides. He has secured 
practically all the railroad bonding in the 
Northwest, and inaugurated the fraternal as- 
sociation department of the company, wherein 
the officers of fraternals handling money are 
bonded. In many cases Mr. Joyce has had the 
fraternal to change its rules so that a bonding 
company could be accepted as surety. He 
has just secured the bonding of the Modern 
Woodmen, which is counted a great coup. 

The facts are that the National Surety 
Company has not a case in court in the State 
of Illinois, excepting where it has been com- 
pelled to stand suit by the principal on the 
bond. The company was sued by the Ameri- 
can Trust & Savings Bank of Chicago be- 
cause the principal, the Security Warehousing 
Company, had been enjoined by an order of 
Court from delivering the goods claimed by 
the American Trust & Savings Bank, and 
there can be no possible loss to the National 
Surety Company, which was powerless on 
account of being enjoined with the Ware- 
housing company. With a full knowledge of 
the facts in the case the Trust company sued 
the Warehousing company and the Surety 
company. The amount referred to in the big 
South Side sewer contract at Chi¢ago was 
ridiculously large, and it is stated that the 
company could not possibly lose over $62,000. 

Reference to the loss ratio of the various 
surety companies in Illinois shows  con- 
clusively that the ratio of the National Surety 





is lower than that of any other company do 
ing business. It is said to have made more 
money from its surety business in {llinois 
than any other surety company. 

Joyce & Ayres report that business thus 
far this year is not as satisfactory as last 
year, mainly due to labor troubles. 


REPORT AS TO LOSS UN RUE. 

Regarding the report that the three Mary 
land surety companies might lose $800,000 
through the recent failure of the two Bal 
timore trust companies, the United States 
Fidelity & Guaranty says: 

“There was on deposit with the Maryland 
Trust Company of Baltimore $300,000, special 
deposit of the city of Baltimore, of what is 
known as Western Maryland railroad fund 
The Fidelity & Deposit, American. Bonding 
Company and United States Fidelity & Guar 
anty are on the bonds to protect the city 
against loss of this deposit. The receiver has 
reported that the depositors will be paid in 
full from the assets, without assessing the 
stockholders, but in Case it should be neces 
sary there is a stockholder’ liability of over 
$2,000,000 in addition to the assets of the bank 
The three Baltimore bonding companies could 
not possibly lose $800,coo, as stated in the 
article, as their total guarantee is for $300,000 
only. Our company is not upon the bond of 
any of the trust companies of Baltimore, to 
protect their saving banks depositors, as pub 
lished. 

++ +4 
CASUALTY APPOINTMENTS. 
OO. 

Continental Cacnalty —S. H. Ferguson, Marion 

Casnaliy Co. of America—Lesiie Hl. Webb, 
Clevelaad. 

Philadelphia Casualty—Edward Damron, Co 
jumbus. 

J s. Casualty—Royal T. Woodworth, Ash 


tabula. 

U. S. Fidelity & Guaranty—Thomas F. McGee. 
Dayton: Ezra Fowler, Kent. 

U. S. Health & Accident—Jacob Lilsinger, Cin 
cinnati. 

INDIANA 

Fidelity & Casualty—Charles KE 
Walkerton: Benj. A. Ward, Bedford. 

Hartford Steam Boiler—J. Vene Derland, La 
porte. 

Travelers—J. Vene Dorland, Laporte; Harold 
Stephens, New Harmony. 

MICHIGAN 

Etna Life (Ace. Dept.)—Barnes & Co., Man 
istee, 

New Amsterdam Casualty—L. K. Soper, Mus 
kegon. 

New Jersey Plate Glass—Wm. M. Ellot, West 
tay City. 

U. S. Casualty—W. D. Comyn, Iron River; 
Warren €. Hull, Lansing. 

American Health & Accident, Mich.—Dewe, 
Ccomer, Ithaca. 

Mich. Health & Accident, Mich.—A. E. Sinelair, 
taldwin: E. E. Peters, Davison: GG. 8S. Wiley, 
Flint; Theo. Chaplin, Flint: W. HL. Potter, 
Grand Rapids; E. J. Lynch, Grand Rapids; R. B 
Campbell, Ludington; J. 8S. Perry, South Frank 
fort. 

Michigan Benevolent—D. V. Yoder, Howard 
City: C. T. Holmes, Munising. 

National Protective, Mich.—G. H. Brusie, Man 
istique. 

Peninsular Accident, Mich.—C. B. Eldridge, De 
troit; Thos. Bailey, Midland; CC. F. House, Re 
mus; E. F. Barber, Rose City. 

Phenix Accident & Sick Benefit, Mich.—R. G. 
Bruso, Grand Rapids. 


McCarty, 


CASUALTY NOTES. 
F. W. Alexander & Co. of Indianapolis be 


come state agents of the Casualty Company « 


; 
America. 


Bertrand A. Page, assistant secretary of the 
accident department of the Travelers, spent 
part of this week with A. J. Frith, manager at 
Cleveland. 


W. O. Sayers of St. Joseph, Mo., who was 
arrested on the charge of soliciting accident 
insurance for the Pennsylvania Life & Acci 
dent Company, an unauthorized concern, plead 
guilty and was fined. 


Owing to the prevalence of burglaries in 
Columbus, O., during the past two months 
and the inability of the local police force to 
check them or to discover the perpetrators, 
the United Stafes Fidelity and Guaranty 
Company, through its manager, Frank Tall- 
madge, has sent two Pinkerton detectives 
there. Important information has been se 
cured, which, it is hoped, will lead to the ar 
rest and conviction of the parties committing 
these crimes. 


Field men like our special agents’ pocket loss 
record. 
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STATE TOPICS OF ILLINOIS. 





LIFE INSURANGE GIRGLES 





RENEWING THE CUT-RATE POLICIES, 





Pekin Agents Just Recovering from the Severe 
War of Five Years Ago-All Is 
Peace Now. 





Local agents at Pekin are busily engaged in 
writing up risks taken in rate war five years 
ago. There has been little shifting of lines, 
as people are continuing with the companies 
that wrote them for practically nothing. 

Inspector Ticknor has made a new rating, 
so the risks along Court street and special 
hazards have the benefit of the latest sched- 
ules. There has not been much activity in 
insuranee lines in Pekin during the last five 
years, as so many of the risks were written for 
this term during the rate war. It is predicted 
that the town will now show a little more life 
and agents will have more to look forward to. 

The trouble that culminated in the rate war 
is buried, and the agents now in the business 
believe in correct practices and observance of 
correct rates. All agencies but one report 
through the compact office, and it is stated that 
this one will do so after January 1. 





LAW TAKES ILLINOIS FIELD. 

Charles G. Law, who has been acting as 
special agent of the Royal in Cook county, 
has been made special agent for Illinois and 
will handle the Illinois field in conjunction 
with Special Agent Lansing B. Warner. Mr. 
Law is a son of John H. Law, of Law Bros., 
managers, and is a young man who has made 
a good record in Cook county, and seems 
especially adapted to field work. 

ae ++ 
WERE MYSTERIOUSLY MISSING. 

A committee of field men went to Farmer 
City last week to get the two agents in line 
in that town who were not reporting 
through the stamping bureau. By some 
strange coincidence the two agents happened 
to be out of town when the committee ar- 
rived, although they were notified in advance 
that the committee would be present on a cer- 
tain day. Word was left that the two agents 
would get in line. 

++ ++ 

PARKS JOINS LA SALLE BOARD. 

_W. J. Parks of La Salle has joined the lo- 
cal board in that city, which brings all the 
agents in the organization. Mr. Parks went 
out of the board three years ago and since 
that time has been accused of rate-cutting to 
a greater or less extent. He represents the 
German of Freeport, Northwestern National, 
National Union, National of Pennsylvania, 
Glens Falls, Milwaukee Fire, United Under- 
writers, British America and German of Pe- 
oria. 

++ ++ 

BANDY AGENCY IS SOLD. 

Harvey C. Adams, a young attorney of 
prominence in Danville, has bought the Bandy 
agency in that city. Mr. Bandy is a veteran in 
the business, having had some of his compan- 
thirty years. Miss Lawrence and 
Thomas Hawkins, who have been connected 
with the old office, will remain with Mr. 
Adams. The companies represented are the 
Hartford, Phoenix of Hartford, AZtna, North 
America, Manchester, Equitable and Phcenix 
of England. 


ies for 





The Nelson Manufacturing Company and 
its adjuncts at Le Claire, IIl., near St. Louis, 
whose line had been placed by the Factory 
Association, will not be written by that asso- 
ciation now, because the sprinkler equipment 
is below standard, 





STANDING COMMITTEES ANNOUNCED. 





Executives of National Life Underwriters 
Association Present Those Who Will 
Serve for Coming Year. 





The executive committee of the National 
Association of Life Underwriters has made 
up the list of standing committees for 1903-4, 
as follows: ‘ 


Speakers: Hubert H. Ward, Cleveland; J. 
Herman Ireland, Baltimore; Danford M. 
Baker, Chicago; John H. Quinlan, Newburgh, 
N. Y.; Charles H. Raymond, New York; E. 
H. Plummer, Philadelphia; T. H. Bowles, 

ilwaukee; R. E. Cochran, New York; 
James L. Johnson, Springfield, Mass.; I. Lay- 
ton Register, Philadelphia; William D. Wy- 
man, Chicago; Philip H. Farley, New York. 

Finance: Edward O. Sutton, Springfield, 
Mass.; J. W. Harmon, Manchester, N. H.; 
os F. Giddings, Detroit; Thomas Peters, At- 
anta. 

Membership: W. H. §. Whitcomb, Bur- 
lington, Vt.; W. G. Day, St. Louis; J. J. 
Mooney, Toledo, rank H. Thomas, Wash- 
ington. 

Statistics: J. W. Iredell, Jr., Cincinnati; 
J. C. Biggert, Pittsburg; L. D. Wilkes, St. 
Paul; C. C. Courtney, Kansas City; J. W. 
A. Staudt, Canton, Ohio. 

Topics: Stephen F. Woodman, Boston; A. 
J. Birdseye, Hartford; George A. Brinker- 
hoff, New York; E. G. Ritchie, Indianapolis. 

Prize Essays: Charles E. Ady, Omaha; 
George H. Olmsted, Cleveland; S. Hamilton 
Coe, Worcester, Mass.; Sidney A. Foster, Des 
Moines, Iowa. 

Credentials: Dr. S. L. Fuller, Chicago; 
John R. McBride, Fort Smith, Ark.; Fred 
W. Tasney, Newark, N. J.; J. F. Huntsman, 
Providence; George L. Root, Peoria. 

Transportation: J. W. Fitzpatrick, Port- 
land, Me.; W. H. Joyce, Buffalo; M. H. Good- 
rich, Baltimore; L. B. Hall, Grand Rapids. 

The Press: George A. Cantine, Newburgh, 
N. Y.; Frank Wooley, Wilmington, Del.; B. 
H. Timberlake, Minneapolis; H. W. Bals- 
baugh, Harrisburg, Pa.; John F. Brown, 
Erie, Pa. 





NEW FIRM IN CHARGE. 

Following the retirement of J. B. Thorsen 
from the management of the Chicago office of 
the Prudential, a new firm has taken charge, 
it being Reeve, Smith & Lee. C. H. Reeve 
was formerly associated with Mr. Thorsen 
in the firm. Jesse E. Smith and George M. 
Lee have been special agents of the Pru- 
dential for some time. 

+e ++ 
SMALL TOWN MAN’S WORK. 

An example of what a local agent can do 
in a small town if he has the right kind of 
stuff in him and goes out for business is illus- 
trated by the work of Charles H. Pratt, an 
agent of the Mutual Life of Illinois at Cropsey, 
Ill. This town has about two hundred people. 
The Mutual offered a bonus during October 
to the agent who would write $25,000 in busi- 
ness. Mr. Pratt wrote $27,500. 

++ ae 
MUTUAL REMOVES RESTRICTIONS. 

On November 1 the Mutual Life removed 
from its policy forms the restrictions on resi- 
dence and travel. The suicide clause remains 
unchanged and the few restricted occupations 
will continue as heretofore. 

++ ++ 
ON TO ST. LOUIS. 

The Security Mutual Life, in a circular is- 
sued to its agents, makes a proposition whereby 
its agents can secure a free trip to the St. 
Louis World’s Fair in 1904. Each agent who 
personally writes $100,000 of new premium 
business between July 1, 1903, and July 10, 
1904, will be entitled to membership in the 
Security Mutual Exposition Club, the com- 





z 


pany agreeing to defray his expenses to and 
from St. Louis, including while there hotel 
bills and entrance charge. Agents who write 
$50,000 new business will be allowed hotel 
bills and entrance fees. 
++ ++ 
CANADA LIFE DIVIDES THE STATE. 

The Canada Life has divided Illinois, giv- 
ing Snyder and Sloan of Peoria all of the 
southern part of the State. These gentlemen 
were formerly with the Northwestern Mutual. 
Heretofore Charles F. Bullen of Chicago has 
had the entire State, but at his request he was 
relieved of the southern section in order that 
he might devote most of his time to Chicago 
and the northern counties. 





WILL CELEBRATE ITS ANNIVERSARY. 





Chicago Association of Life Underwriters Has 
Reached Its Fifteenth Year and Will 
Celebrate the Event. 





At the meeting of the Chicago Life Under- 
writers Association next Tuesday evening it 
is proposed to celebrate the fifteenth anniver- 
sary of the association, it having been organ- 
ized December 7, 1888. Vice-President Fred 
B. Mason will have charge of the meeting and 
it will be largely devoted to a review of con- 
ditions during the last decade and a half. 

J. W. Janney, of the Provident Life and 
Trust, first president of the association, will 
give a history of the organization. Bishop 
Fallows is expected to tell something of the 
progress of the country during this time. 
Another speaker will devote himself to giving 
the progress of life insurance. It is also ex- 
pected that State’s Attorney C. S. Deneen will 
be present. 

The first officers of the association were: 
President, J. W. Janney, Provident Life and 
Trust; first vice-president, General A. L.. 
Chetlain, John Hancock; second vice-presi 
dent, W. S. Symer, Phoenix Mutual; secre 
tary, J. H. Nolan, Travelers; treasurer, J. FE. 
Dean, Northwestern Mutual. Executive com- 
mittee: Ira J. Mason, Atna; O. P. Curran, 
Equitable; C. H. Ferguson, Mutual; R. H. 
Eddy, Union Central. In addition to these 
men the following signed the constitution and 
by-laws: E. H. Kellogg, Home; E. P. Ro- 
‘bers, Massachusetts Mutual; L: A. Spicer, 
Manhattan; J. K. Stearns, Connecticut Mu- 
tual; George L. Wrenn, State Mutual; W. J. 
Plows, National of Vermont; B. P. Hinman, 
Penn Mutual; C. A. Weidenfeller, Metropoli- 
tan; George F. Parrish, Union Mutual, and 
C. S. Smith, Penn Mutual. 





NATIONAL BOND & TRUST APPOINTS AGENTS. 

F. M. Israel of Detroit, who last month took 
a general agency for the Central Life of Iowa, 
has gone with the new National Bond and 
Trust Company of Chicago. The company 
has not yet been licensed, but is organizing 
the field and taking applications, the bonds to 
be issued when the license is secured. The 
company will have two hundred _ general 
agents by the first of the year. 

++ ++ 
RECORD OF A ““GREEN’’ AGENT. 

Henry Sanders, an agent of the Equitable 
Life, made a great record at Grand Rapids 
during October. He is a young man from 
Texas and was stranded at Grand Rapids on 
his honeymoon. He figured that life insur 
ance offered the quickest way-to get ready 
money and applied to Inspector Quinn for an 
advance. As he was new in the business, Mr 
Quinn refused, but told him that if he would 
write two $1,000 applications before noon o 
the next day, he would advance him $25. Mr 
Sanders came in ahead of time with two appli 
cations for $3,000 of insurance. This was Fri 


day morning and Mr. Quinn bet him a hat tha! 
he wouldn’t write three more policies befor 
the end of the week. Mr. Sanders won th 
hat with a margin to spare, and kept up th: 
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pace through the rest of the month. His 
record up to Nocember 2 was 36 applications, 
mn which $60,0c0 of insurance was issued, with 
one rejection and four applications in transit. 
The largest amount sold to one person was 
$3,000, and most of the policies were fifteen- 
vear endowments. Considering the fact that 
Mr. Sanders was a stranger in Grand Rapids 
ind that he got a cash payiuent with every 
application, his Tecord is phenomenal. 


INCREASING THE NUMBER OF CLUBS. 











Action Taken by New York Life in the Oper- 
aticn of Its Hundred Thousand 
Dollar Men. 


The New York Life has had four $100,000 
known as the Eastern, Southern, West- 
ern and Central. This plan has been changed 
so that the number of clubs had been in- 
creased to eleven. Club members from Mex- 
ico will meet with the southwest department 
and from Cuba and the West Indies with the 
southern department. The following is the 
new schedule: Greater New York, Eastern, 


clubs, 


Northeast, Atlantic and Great Middle, the club 
year ending August 31. Chicago, Central, 
Southern, Southwest and Western, ending 


February 28. At the convention of the East- 
ern club, the other day, the plan to make $125,- 
ooo the basis of qualification for new member- 
ship was received with favor. This is in keep- 
ing with the recent increase to $250,000 in the 
standard qualification for new membership in 
the $200,000 club. 

The company says: 

“In the Greater New York, Eastern, North- 
east and Atlantic Clubs, the basis of qualifica- 
tion for new members will be $125,000 for the 
year beginning September 1, 1903, and ending 
\ugust 31, 1904. In the following seven clubs, 


Great Middle, Chicago, Central, Southern, 
Southwest, Northwest and Western the basis 


for new membership will be $100,000 as here- 
tofore, until the close of the club years as 
stated on previous page. After those dates in 
1904, new membership and reinstated lapsed 
membership will be on the basis of $125,000. 

“Please take particular note of the fact that 
the Greater New York, Eastern, Northeast and 
\tlantic departments have entered upon the 
new schedule of $125,000 for new membership. 
In the other seven clubs this rule does not go 
into effect until after the close of their 1904 
club years. Present $100,000 club members in 
all eleven clubs are entitled to renew their 
membership on the basis of $100,000. 

“Here is news that you will rejoice to hear. 
In each of the four $100,000 clubs there were 
four official positions, president, vice-president, 
second vice-president and third vice-president, 
making sixteen in all. Under the new plan 
each of the eleven $100,000 clubs will be offi- 
cered by a president and vice-president, mak- 
ing twenty-two official positions. You will all 
agree that it is nowadays far easier to secure 
$125,000 of paid insurance yearly than it was 
\o secure $100,000 of paid insurance when the 
clubs were started. And it is getting easier 
vear by year. 


“The following are some figures: 


Year. Club Mem’ship. Paid Ins. 
WE vic raeenenese 248 $23,911,960 
1900 . . 309 31,427,261 
SOE inca cteacauaa 338 40,074,575 
ee 424 50,884,203 
WE 3a thease bad 448 52,107,801 


“During these years 179 $100,000 club mem- 
rs have graduated into the $200,000 club.” 
lhe company further says: 

“Here are some intensely interesting figures, 
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in connection with the increase in $100,000 
clubs, as announced on other pages of this 
bulletin. Note the wide range between the 
showings of Chicago, Greater New York and 
Western departments in $100,0co club mem- 
bership and those of the eight other depart- 


ments. The figures will repay your careful 
study 
Population 
No. of to each 
club Total club 
Department. members. population. member. 
I aor bhat a ods de eit we 6 4 44 1,838,700 41.800 
Greater New York .... 52 3,570,200 68,700 
EE, 66a ed cia we wee 56 4,319,600 77,100 
Southwest (including 
ae 40 5,443,900 136,100 
nn rT TC 56 11,019,200 196,800, 
SEE -Sedesccccences 46 10,572,000 229,800 
PUGUONEE becsrccvvses 23 5,954,600 258,900 
Gremt BIAGGe 2 on cccces 37 10,718,900 289,700 
Southern (including the 
West Indies) ....... 44 12,876,100 292,600 
BERENS ocd tsdveccsae 26 8,092,300 311,200 
PN. “ssh cnseredeesec 24 7,583,900 316,000 


“The Western and Northwest departments 
have exactly the same number of club mem- 
bers, and the greatest number also, and yet— 
think of it!—the Northwest department has 
nearly three times the population of the West- 
ern, and, without doubt, nearly three times as 
many insurance prospects upon whom an agent 
could work. Think of the chances the active, 
aggressive, pushing New York Life men have 
in the Northwest department! Look at Chi- 
cago and the Southern departments, each with 
44 club members, and yet the Southern shows 
only one club member to every 292,600 of pop- 
ulation, while Chicago has one for every 41,800 
people. What a wealth of opportunity in the 
South, even after deducting uninsurables, ne- 
groes, women and children! 

“Then glance at the eastern department, 
with only 24 club members among 7,583,900 
of population, or only one club member to 
every 316,000 persons! Atlantic comes along 
with about the same showing, then Great Mid- 
dle, Northeast, Central and Southwest, not one 
of them anywhere near approaching the pace 
set by the three leaders in this list. Isn't it 
a startling demonstration of the possibilities 
of club membership? Why, think of it, the 
company’s average is only one club member 
to every 184,128 of population, only one $100,- 
000 club member in a city, say, of 184,128 peo- 
ple! Aren’t there golden opportunities for 
others, many others, to attain the coveted goal 
of clubdom ?” 


a - anilp 


FINE MEETING HELD IN CLEVELAND. 


Local Life Underwriters Celebrate Their Tri- 
umphs and Evince Much Enthusiasm 
in Association Work. 


The jollification meeting of the Cleveland 
Association over the victories won at Balti- 
more was held at the Hotel Euclid on Tuesday 
evening. The attendance very large, 
about seventy members being present. An ex- 
cellent supper was served and a very pleasant 
time enjoyed. 

The following men were admitted to mem- 
bership: C. E. Griffey, agency director of the 
New York Life; Charles C. Norton, cashier 
New York Life; C. H. Truscott, Travelers; 
A. K. Hannen, general agent Berkshire; H. C. 
Linder, assistant superintendent Prudential; F. 
E. Wilson, A£tna (accident department). 

The executive committee reported that 
blanks had been prepared, on which general 
agents were requested to report to the secre- 
tary all agents who had so conducted them- 
selves that it was not advisable for other gen- 
eral agents to employ them, so that any gen- 
eral agent can get a report on any of these 
men. 

Herman Fellinger gave a witty and humor- 
ous report of the trip of the Cleveland dele- 
gation to the Baltimore convention. His ap- 
preciation of the hospitality of the Baltimore 
men was ordered entered on the minutes and 
reported to the Baltimore association. 

Hubert H. Ward had prepared an excellent 
address on “The Young Man in Life Insur- 
ance.” Owing to a severe cold Mr. Ward was 
obliged to have it read by Arthur Bradley. 

Samuel W. Meeks, manager of the Cleveland 
Leader, in the course of an able talk, 


was 


said 


that he wanted to call attention to one thought 
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in Mr. Ward’s paper, “Don’t knock.” There 
is one practice among American business that. 
is bad, a tendency to build up their own in 
terests on the ruins of other men’s work, which 
they have torn down. After a brief review 
of the contributions of the nations and peoples 
of history to the civilization of the world, he 
said, “America’s share: has been the enforce 
ment of the idea that peace is better than war 
that arbitration is better than fighting, and the 
grand examples of human liberty, public edu 
cation and great business enterprise. Among 
the greatest of business enterprises is 
life insurance. And still grander than its im 
mensity are the traits of human nature that 
it develops and fosters, that unselfishness that 
makes a man deny himself and make sacrifices 
for those dependent upon him. 
no grander contribution to the civilization of 
the world that Americans have made than the 
building up of these gigantic life insurance 
companies. 

“In your association you are exemplifying 
one of our greatest contributions to civiliza- 
tion is the spirit of goodfellowship 
men. 


these 


I can conceive 


among 
In a few years the speaker had seea 
a great change in methods of soliciting in 
surance. He used to find that agents gener- 
ally “knocked’ each other’s companies. Now 
he seldom sees that done. And the credit for 
this change is due largely to this organization. 

R. M. Clark, manager of the Pheenix Mu- 
tual Life at Pittsburg, spoke on the question, 
“How Can Meetings of Life Underwriters As 
sociations Be Made More Beneficial to Mem 
bers?” He favored giving the social side 
much prominence. We should work to bring 
about a condition where the moral attitude of 
the men is such it makes no difference whether 
there is a law against rebating or not. When 
the agent look the infringe 
ment of a rebate law as as great a moral wrong 
as horse stealing or wife beating, the evils of 
rebating will be very small. 
of education and the 
schoolmasters. 

The speaker urged the value of the legal 
phases of life insurance. He recommended 
that committees present outlines of the chief 
decisions of each month, to the end that liti 
gation may be avoided and the feeling that 
companies pay only what they 
may pass away. 

At the request of President Norris, Joseph 
J. Devney read the essay which won the Calef 
loving cup. Before reading Mr. Devney sug- 
gested that in future all members of the as- 
sociation be requested to write an essay in 
competition for the cup, to the end that lights 
now under a bushel may be brought forth. 

After three cheers for Mr. Devney, and a 
rising vote of thanks to Messrs. Meeks and 
Clark, the Calef cup went around the board. 

Henry C. Quigley made a plea for credit 
to the other contestants who did not win the 
cup. 

John J. Parker, the great New York Life 
writer, who was present as a guest, was called 
upon and made one of the finest speeches of 
the evening. He took the high ground that 
the life insurance men are doing even a 
greater work than the ministry in the better 
ment of humanity by providing against want, 
and consequent ignorance and crime. He 
holds that courage and earnestness are the 
prime attributes of the successful life insur 
ance solicitor. 

J. W. A. Staudt, president of the Eastern 
Ohio Association, made a few remarks, bear- 
ing the greeting of his association. 

Remarks were also made by A. K. Hannen, 
the new general agent of the Berkshire;. and 
Mr. Schindler, of the Northwestern Mutual; 
Mr. Gilbert, of the home office of the Pru- 
dential; Arthur Bradley and Captain Kendall. 

In honor of the flag won by the association 
the meeting closed with the singing of the 
“Star Spangled Banner.” 


comes to upon 


This is @ work 


associations are the 


have to pay 





METROPOLITAN MEN MEET. 
About one hundred superintendents, assistant 
superintendents and agents of the Metropolitan 
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Life in Indiana celebrated the wind-up of a 
successful summer campaign by a meeting and 
banquet at the Claypool Hotel, Indiaiapolis, 
last Saturday. The fifteen districts of the 
State were represented by delegates who had 
made the best record in new business during 
July, August and September. Among the head 
officers present were George H. Gaston, sec- 
ond vice-president; F. O. Ayres, fourth vice- 
president; J. P. Bradley, superintendent of 
agencies, and R. C. Enos, supervisor of the 
ordinary department. The business meeting 
was held in the morning and afternoon, the 
banquet in the early evening, after which the 
party attended the theater. The occasion was 
thoroughly enjoyed by all. 
+e ++ 
SUIT TO OUST BURIAL ASSOCIATION. 

Attorney-General Sheets, in behalf of the 
State of Ohio, has entered suit in the Circuit 
Court against H. O. Campbell, president; 
Charles Cathard, vice-president, and A. F. 
Burk, secretary and treasurer, of the Harrison 
Mutual Burial Association, asking that the 
association be compelled to stop writing busi- 
ness in this State. He holds that the asso- 
ciation is doing an insurance business in Ohio 
without having complied with the insurance 
laws. He also holds that the insurance laws 
do not permit this form of business to be 
transacted, making it doubly illegal. 





DETROIT LIFE UNDERWRITERS MEET. 


Next Session Will Be Devoted to the Consid- 
eration of Some Important Questions 
that Arise. 





The Michigan Life Underwriters Associa- 
tion held its regular monthly meeting on Mon- 
day of last week. It was intended to hold 
a sort of “round table talk” on questions of 
educational interest, but that part of the pro- 
gram was postponed until the next meeting. 
The time was given to the reports of the dele- 
gates to the National convention and a dis- 
cussion of how’ to secure a larger representa- 
tion at future conventions. Although the as- 
sociation appointed seven delegates and seven 
alternates this year, only three of them went 
to Baltimore when the time came. It is pro- 
posed in future to appoint delegates shortly 
before the convention, instead of in June, and 
to select those who intend to go. The dele- 
gates who went this year were J. F. Bassett of 
the Provident Life and Trust, T. F. Giddings 
of the Michigan Mutual, and William Van 
Sickel of the Home. 

The questions that will be discussed at the 
next meeting were compiled by C. A. Stringer, 
manager of the State Mutual Life. It is in- 
tended to make the “round table talk” a fea- 
ture of all future meetings, and after all the 
following questions have been discussed a 
new list will be prepared: 

1. What are the component parts of a pre- 
mium? 

2. From what sources are ordinary dividends 
derived? 

3. From what 
dends derived? 

4. What should be our attitude toward as- 
sessment life insurance? 

5. What is the effect of industrial insurance 
on regular life insurance? 

6. What is the object of making the first 
year “term” insurance, in a regular endow- 
ment or life policy? 

7. Which is the worst, “rebating” or “twist- 
ing’? 

8. When should competition cease between 
agents in soliciting a “prospect” for life in- 
surance? 

9. What are the advantages of “gold bond” 
policies over regular forms of policies? 

10. Would the character of agents and qual- 
ity of business be improved by requiring every 
agent to procure a license at a cost of $25 
a year? 

11. What characteristics are essential to 
success in life insurance? 


sources are “tontine” divi- 





12. Is the golden rule practical in life in- 
surance competition? 

13. How old is Ann? 

Five new members were admitted and one 
application was referred to the executive com- 
mittee, under the rules. The new members 
are Donald A, Johnson, Michigan superintend- 
ent of agents of the Penn Mutual; George 
W. Cooper, state manager of the Washington 
Life; Chester J. McPherson, agency director 
of the National Life, U. S. A.; William H. 
Gage, of the Northwestern Mutual, and Hor- 
ace F. Reeves, of the State Mutual. The 
regular meetings are held on the first Monday 
of each month. 


ORGANIZATION AT LOUISVILLE. 

A strong effort is to be made to organize 
a local association of life underwriters at 
Louisville. Captain Sidney Gladden, general 
agent of the Pacific Mutual, and William 
Colgan, general agent of the State Mutual, 
have undertaken the preliminary work. It is 
the plan to have President Ward and Vice- 
President Baker of the National Association 
visit Louisville shortly and meet the general 
agents and get the organization perfected. 
President Ward's plan is to have the ideas of 
sociability and good fellowship made most 
prominent. The evils of the business can be 
taken up later. 


++ ++ 


LIFE APPOINTMENTS. 
OHIO. 

Connecticut General—Clarence K. Arnold, Wells- 
ville. 

Equitable, Ia.—Della Ahlefeld, Toledo. 

Fidelity—Emmet G. Ewing, Washington C. H.; 
William R. Sullivan, Dayton. 

John Hancock—D’Alton D. Fennell, Akron. 

Manhattan—James K. Argo, Toledo. 

Massachusetts—Charles Hickox, Cleveland. 

Mutual Benefit, Newark—William E. Richards, 
Toledo; William S. Crawford, Cuyahoga Falls; 
Edwin G. Stearns, Bowling Green. 

Mutual. N. Y.—J. C. Maddox. J. H. Walker, 
Mrs. Stella W. Muscroft and J. T. Willison, Cin- 
cinnati; R. E. Rice, Jackson. 

New York—Chas. N. Meade, Cleveland: Robt. 
S. Carr, Oxford; E. R. Whelen, Cincinnati; A. S. 


Havden, Toledo. 
re Mutual—Harvey A. Gish, Pauld 
ding. 

Pittsburg Life’ & Trust—Chas. M. Underwood, 
Fast Palestine: Wm. H. Lembke and Fred J. 
Vrsem. Cleveland: John H. Coveland, Shepard: 
FE. E. Shepperd. Toledo: J. W. Bierly, Massillon: 


Henry Utheff. Perrysburg: Lester A. Hooper aad 


Fdgar Couch. Columbus: C. M. Frye, Newark: 
Truman P. Hoover. Johnstown: John G. Ellis, 
Toledo: Geo. Wertmiller, Dayton. 

State. Indianapolis—M. H. O'Brien, Cincinnati. 
, Security, Binghamton—J. ‘A. Saunders, Jr.. 
ecta. 

Securitv Trust & Life. Philadelphia—Chas. §. 
Carver, Toledo; P. M. Corrigan, Cleveland; Al- 
den TP. Darrow, Columbus. 


Travelers—C. W. Moss, Columbus; 

Sen, Middletown: Harry E. Simons, 
WISCONSIN. 

Ifome—Miss Nellie Elona Thom, Mliwaukee. 

Mutual, N. Y.—George W. Weldon: Olivet: H. 8S. 
Mack, Stanley Maguire. Milwaukee: C. E. Gavin. 
Fond du Lac: ‘ y. Broer, Sheboygan: Ole 
Rogan. La Crosse: J. W. Miller, Ladysmith: Rich- 
ard Grover, Galesville: John Zens, Kenosha; 
Rebecen Darnell. Black River Falls. 

Pacific Mutual—Tlugo Kiel, De Pere. 


Oglesby & 
Cincinnati. 


Penn Mutual—Margaret A. Wilkinson, Milwau- 
kee. 
New York-—C. H. Severson. Stoughton. 


Northwestern Mutual—H. B. Mann, Darlington; 


J. E. Millard, Fond du Lac; Henry Heilbronner, 


D. MeK. Sinclair. Milwaukee: Louis L. Zaun, 
TLomira; Frank S. Durham, Wautoma: Merlin 


Hull, 8S. G. Oxborrow. Milwaukee: H. J. Bradlev, 
Wauwautosa; John P. Dowling, Cudahy: H. H. 
Geisenheimer. Milwaukee: <A. V. Hammond, 
Durand: William Ruger. Jr., Janesville; William 
©. Kelm. Portage: Fred F. Wettengel, Appleton. 
Prudential—Michael Bazalek. Samuel Berlowitz, 
John Dobrogowski. John H. Eggert. Milwankee: 
James Fitton, Racine: John Grutscham, Milwau- 
kee; William R. Harrison. Kenosha: Stanislaus J. 
Huntowski, Milwaukee: William L. Mayer. Wau- 
kesha: Ferdinand Roensch. Milwaukee: William 
G. Salter. Green Bay: Uenry T  Vollertsen, 
Robert Weidlich, William B. Young. Milwaukee. 


Security Life & Annuity—Daniel V. Goodwin, 
Albert E. Buckmaster. Edward C. Kunkle, Keno- 


sha; F. J. Brown, Beloit. 


MICHIGAN. 

Bankers Life, Ia.—James McArthur, Cass City; 

E. J. Warren, Grand Rapids. 

Mass. Mutual Life—lL. E. 
Wm. Millar. Saugatuck. 

New York Life—J. B. 
K. L. Gifford, Newaygo. 

Northwestern Mutual—M. W. 


Satterlee, Jackson; 
Cozatt, Grand Rapids: 


Turner, Grand 


Ilaven: FE. W. Whalin, Kendall. 

North American Life. Can.—R. M. Huestis: De- 
troit; D. E. Kelley, Minden City; Robt. Taylor, 
Port Huron. 

Northwestern Natl., Minn.—E. E. Lisner, De- 
troit; Alf. Wildman, Detroit; Z M. C. Smith, 


Detroit; A. L. Phelps, Detroit; F. C. Van Vleet, 





Detroit; W. C. Hull, Detroit; Jennie L. Wilson, 
Detroit. 


Union Mutl.—W. H. Richards, Bellaire. 


INDIANA. 


tna Life—Geo. W. Long, Marshville. 
_ Hartford Life—Stephen W. Troyer, Indianano 


lis. 

Home Life—Robert D. Hobbs, Indianapolis. 
: National Life of U. S. A.—W. W. Wilson, Elk 
hart. 

New York Life—E. E. Hamilton and C. I.. 


Draper, Indianapolis. 
Northwestern Mutual Life—James H. Sherwood, 
Michigan City: Roy Pike, Bloomington. 


Prudential—Wm. E. Austiss, Michigan City: 
Chas. L. Huttinger, Fort Wayne: Samuel M. 
Owens, Richmond; Chas. W. Rayhouser, Fort 


Wayne; Robert R. Rheinegger, New Castle: Harry 
im. Stuart, Greenfield: Edgar Stout, Richmond: 
Ernest R. Woodruff, Elkhart. 

Union Central Life—Lawrence M. Lycns, Union 
City. 





SPECIALIZES ON TEMPERANCE POLICY. 


Outline of the Plan Pursued by the Manufac- 
turers Life of Canada in Its Work 
on Teetotalers. 


The Manufacturers Life of Toronto en- 
tered Michigan last summer and is now doing 
considerable business. The company has a 
little over $4,000,000 of assets and last year 
wrote $6,100,000 of new business. 
ance in force is about $30,000,000. 

The company makes a specialty of “tem- 
perance” policies, guaranteeing better results 
to total abstainers than are expected in the 
general department. The “temperance” poli- 
cies contain a clause warranting that the 
assured is a total abstainer, and providing 
that in case of violation of this warranty the 
sum payable at death shall be only the amount 
of the reserve. The assured may, however, 
have his policy transferred to the general 
division on the same terms as if he had taken 
out a general policy originally. 


Its insur- 





TRAVELERS METHODS IN CLEVELAND. 


Some Interesting Experiments Are Being 
Tried Looking Toward a Betterment of 
the Agency Business. 


With the approval of the company, A. J. 
Frith, manager of the Travelers’ life and ac 
cident departments at Cleveland, 
some experiments. Some months ago he cut 
out brokerage business in all cases except 
where it comes from general agents of other 
companies whose lines are full. This was 
done to protect the agents, but it cut off a 
source of considerable business, as agents of 
many companies brokered their non-participat- 
ing business to the Travelers. The company 
having voluntarily deprived itself of brokerage 
business has an understanding with its agents 
that they shall not pay commissions to any 
person. This cuts out all “pluggers’” and 
“steerers,” and while it deprives agents of 
some sources of business, it protects them 
against working up business and having it 
placed with the company through the con 
venient “poor relation,” or “favorite bootblack.” 
In short, it confines the business to the men 
who are in the business. 

Another plan Mr. Frith is trying is the 
appointment of a few good agents rather than 
a large number of poor or moderate producers 
tie believes that in this way he will get as 
much business, of a better class, and will give 
the company a higher standing in the com 
munity and attract more good agents. Whil 
all the managers at the recent convention at 
the home office differ from him as to the ad 
visability of appointing only a small number 
of producers, he is getting results that are 
satisfactory to the company, and there appears 
no tendency on the part of the home office to 
request him to change his plans. 


is trying 





ONLY THREE BOND COMPANIES LEFT. 
Since the retirement of the National Life 
& Trust and the Northwestern Life & Savings 
of Des Moines there are only three companies 
now that do a ten-year bond business along 
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the same lines as these two pioneer institu- 
tions. The Franklin Life of Springfield writes 
a ten-year bond, but will abandon it Decem- 
ber 1. The Interstate of Indiana writes a ten- 
vear bond, as do the Missouri State Life and 
the Kansas State Life. It is understood that 
these companies, however, are putting forth 
conservative estimates and endeavoring to 
place the business on a legitimate basis. Some 


of them are requiring a medical examination. 


NOW OPERATING THE BOARD SCHEME. 


American Guaranty Company f£aid to Relieve 
Special Contract Members of the Last 
Five Installments. 


The American Guaranty Company of Chi- 
cago, one of the bonding institutions, which 
is operating extensively in some parts of 
the country, is working a “board” scheme, 
or a “special contract,” and is diverting con- 
siderable business from the regular channels 
of life insurance. As is known, this company 
requires shares to be purchased covering ten 
years, it guaranteeing a certain rate of interest 
and estimating large profits. According to 
reports, the board scheme relieves its members 
from the last five payments. Inasmuch as the 
company has not matured very many of its 
contracts it has been able to accumulate con- 
siderable assets, which enables it to make a 
favorable showing. It is hardly to be sup- 
posed, however, that this company can earn 
so much more for its shareholders than other 
reputable institutions. If it accomplishes any- 
way near what it estimates it would be a gold 
mine for capital, and men of means would be 
flocking to it in herds. The great trouble 
with all these bond companies is their play 
upon the credulity of the public in holding out 
fancy estimates and promises, but being very 
careful to guarantee only conservative 
amounts. 

WARD MAKES SOME CHANGES. 

John D. Van Scoten, who has held the posi- 
tion of field supervisor in the general agency 
ot Hubert’ H. Ward, at Cleveland, has resigned 
te accept the financial secretaryship of the 
Y. M. C. A. for Ohio. His action was unex- 
pected, as his contract with Mr. Ward did not 
expire till the end of the year. His place 
will be filled after January 1 by W. H. Endoe, 
who has represented the State Mutual at Ak- 
ron, O., for several years. He is a_ hard 
worker and one of Mr. Ward’s best agents. 
Last year he wrote over a hundred applica- 
tions and has made an admirable record dur- 
ing his entire term of service with the com- 
pany. 

New State Mutual agents have recently been 
appointed in Cleveland as follows: A. Melvin 
Newton, a graduate of the University of 
Syracuse; Emerson R. Lewis, a Yale gradu- 
ate; W. R. Hardy, formerly head bookkeeper 
of the Kent Company, a large mercantile 
house of Cleveland, and Mrs. Elizabeth Rich- 
ards. 

++ ++ 
FIRM SECURES MORE TERRITORY. 

Moore & Webb of Oshkosh, Wis., managers 
of the Northwestern National Life for eastern 
Wisconsin and the northern peninsula of Mich- 
igan, have now had added to their territory 
the rest of Wisconsin, giving them control 
of the entire State. This firm is progressive 
in its work and has a fine corps of agents. 

++ ++ 
POOR CITY FOR ADVANCE MAN. 

Cleveland is considered a poor place for 
“advance men.” The Association of Life Un- 
derwriters is strong, and the general agents 
show a commendable desire to protect each 
other. Nevertheless, a prominent general 
agent said recently that he considers it very 
desirable to organize a general agents’ pro- 





tective association, subsidiary to ‘or independ 
ent of the Association of Life Underwriters. 
There are from time to time men in the city 
trying by the usual devices to get money from 
general agents on the strength of what they 
have done elsewhere and will do if employed 
One general agent said recently: “Men that 
are such good writers have no business to 
be without money. I don’t want them.” If 
all men looked at the question that way, the 
rounders would soon disappear. 

It is an excellent thing for an agent to 
make himself thoroughly familiar with his 
company’s attitude towards. notes before he 
accepts from 


insurers. The 


paper prac 
tice differs to an extent that may mean 
hundreds of dollars to an agent. Some 


companies, when an agent takes a note that 
cannot be collected, but can get back the pol- 
icy and return it to the home office, cancel 
the policy and charge the agent at the short 
term rate for the time it was in force. Others 
do not do this, but continue the policy in force 
for the time for which the premium was “paid” 
by the note, and the agent has to stand the 
loss of the whole amount of the note. 





TRAVELERS’ TRAINING FOR CASHIERS. 


Admirable System Is Followed in Schooling 
Young Men to Take Positions of Consid- 
erable Responsibility. 

In its new general agency system the Trav- 
elers, as is well known, is following the plan 
of the New York Life in having its cashier's 
department separate from its general agencies 
although they occupy the offices. In 
this connection the Travelers conducts a 
of school for cashiers, sending them out to 
the various general agencies when they have 
completed the course. Young men from Hart- 
ford and New Haven, who have some sort of 
a college education, are taken into the home 
office at Hartford for a couple of months 
where they get a general idea of the business, 
and are then put into the MHartford local 
agency and allowed to do the office work 
under the supervision of the regular cashier. 
If a young man shows sufficient ability in 
that capacity he is next given a couple of 
wecks in the New York office, where he learns 
how business is done in the largest branch the 
company has. When he graduates from there 
he is ready to take a position wherever he may 
be assigned. The company pays all his ex- 
penses until he is settled at his new post, and 
when he has been through the mill he has 
about as fine a situation as a young man could 
want. He has plenty of opportunity to make 
a mark for himself and the company follows 
the New York Life plan of promoting 
efficient cashiers. It thus secures a loyal staff 
of men, who look .only to the home office 
for advancement, and who are therefore free 

from all outside influences. 


Same 


sort 


EXCELLENT BONUS PLAN. 

R. A. Clark, manager of the Phcenix Mutual 
at Pittsburg, has adopted an excellent bonus 
plan. He now incorporates in all agency 
contracts a clause binding himself to pay for 
a scholarship in the American College of In- 
surance for the agent, when he shall have 
written $25,000 in business. Mr. Clark holds 
that the writing of that amount shows that 
the agent has ability that is worth cultivating. 
He expects to get his money back through the 
improvement in his agents. 





LIFE NOTES. 


The Massachusetts Mutual will soon put 
out a continuous instalment policy. 


A. B. Kirk, general agent of the Franklin 
Life, has opened quarters at Great Bend, Kan. 


J. C. Ludman, superintendent of the Pru- 
dential at Springfield, O., tendered a banquet 





17 
to his agents at Bookwalter hotel last week 
Supervisor O’Vern and W. R. Konow, of the 
home office of the company, were present 


General Manager Robert H. McCurdy of 
the Mutual Life is in Chicago this week, be 
ing on a visit to several western points 


For the six days ending October 31 the 
agents under Manager Frank P. Chapin of the 
Equitable, at Toledo, sent in 60 applications 


A. C. Johnson, manager of the Illinois Life 
at Bowling Green, Ky., enters the service of 
the National Life of Vermont in a_ similar 
capacity. 

G. W. Peyton, general agent of the John 
Hancock and the Preferred Accident at Craw 
fordsville, Ind., has taken as a partner J. (¢ 
Rutter, a prominent teacher. 


General Manager Robert H. McCurdy of 
the Mutual Life visited the Cleveland branch 
office last Saturday. He is making a western 
trip, accompanied by Mrs. McCurdy. 

The Indiana department has refused to li- 
cense the I. O. O. F. Mutual Life of Phila 
delphia, which has reinsured the business of 
the Assurance Company of America, an In 
dianapolis assessment company. 


George Hayden, district agent of the Mu- 
tual Life at Carrollton, Ohio, held a meeting 
of the Carroll county agents at Carrollton on 
Wednesday. Manager Walter R. Gilbert was 
among those down for addresses. 


W. H. Herrick, supervisor of agencies for 
Missouri for the Provident Savings Life, has 
appointed G. W. Grundaker general agent of 
the coupon department. Mr. Grundaker 
formerly connected with the Prudential. 


was 


The Ideal Reserve Association, Detroit, has 
sent its papers to the Indiana department for 
examination, prior to its admission to the 
State. The Knights of the Roval Guards of 
Lansing, Mich., has sent for application papers 
to the Indiana department. 


Fred J. Miller of Cuyahoga Falls, O., for 
merly secretary of a large manufacturing com 
pany, has been appointed district agent of the 
Equitable Life of New York for Summit 
county and some adjacent territory. He will 
scon open an office in Akron. 

Colonel Dyer, of the Berkshire, is in Cleve 
land this week, accompanied by A. K. Han 
nen, the new manager of this office for the 
company. Mr. Hannen said that in looking 
over the situation here he believes the pros- 
pect for increase of business is very favorable 


Although quite a small company, the Security 
Mutual seems able to get large premiums. 
Several of the policies recently written carry 
premiums of from $600 to $1,000, and some 
of them run up to nearly $2,000. This shows 
that the company is getting a high class of 
policyholders. 


J. H. Johnson resigned as manager of the 
Royal Insurance Company at Cleveland, to 
devote all his time to life insurance. While 
conducting a large fire agencv he wrote busi- 
ness for the Travelers as broker, and did 
so well that he earned a place at the recent 
agents’ convention. Life insurance presented 
to him greater opportunities than his large 
fire business, and he will hecome a_ special 
agent of the Travelers at the Cleveland branch 


office 


“Ceremonies are different in every country, 
but true politeness is everywhere the same.” 

“Perseverance in laudable pursuits will re- 
ward all our toils, and produce effects far 
beyond our calculation.” 








LIFE UNDERWRITERS’ 
POCKET RECORDS. 


Our form 500 is arranged for solicit- 
ing agents to keep memoranda of name, 
address and business of “prospect,” date 
of birth, change of rate, companies now in, 
amount, premiums, when due, dates of in- 
terviews and appointments. Comprises a 
complete record for the life insurance 
agent. Bound in manilla, 25 cents each. 
Flexible leather, 75 cents. 

Tue WESTERN UNDERWRITER CoMPANY, 


Cincinnati-Chicago. 
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TOPICS FOR LIFE INSURANCE FIELD WORKERS. 


‘xe ‘e se Educational and Semi-Technical Features Discussed. 


se, ee, ae | 





ZVERY agent is desirous of keeping 
) lapses down to the lowest possible 
point. If he has a renewal contract, it 

& is to his pecuniary advantage to have 
them as low as possible; and if he has a 
brokerage centract, a decent interest in the 
welfare of his company and his policyholders 
compels him to regret the loss occasioned by 
lapses. 

A considerable amount of lapse is unavoid- 
able. It comes from conditions over which 
neither the agent nor the company has control 
—financial reverses, illness or other misfor- 
tunes befalling the policyholder, as well as 
fickleness on his part. Some of this lapse can 
be prevented, and, in fact, is prevented every 
year through the influence of agents and cash- 
iers. In Ohio the John Hancock has two men 
whose duty it is to see every policyholder 
who has failed to pay a premium and try by 
all means to prevent him from letting his pol- 
icy lapse. They solicit the business over 
again, arrange loans, reduce premiums from 
an annual to a semi-annual or quarterly basis 
and, in fact, use all means of keeping the 
business in force. 





™~ 

There are, however, many lapses not due 
to faults on the part of the policyholder, and 
still beyond the control of the agent. They 
are the fault of the company. Policyholders 
are dissatisfied with results. Much of the dif- 
ference in lapse ratios of different companies 
can be accounted for only in this way. If 
an agent finds that his company cannot hold 
the business after he writes it properly, his 
only recourse is to go to a company that can. 

The agent himself plays a very large part 
in the control of the lapse ratio on his busi- 
ness. There are agents to whom lapses are 
almost unknown, and there are others whose 
business is a continual cause of worry on the 
part of cashiers, and in spite of their best 
efforts will go off the books. The writer 
knows one Connecticut Mutual agent who has 
on his books about 80 per cent of all the busi- 
ness he has written in fifteen years, and it 
amounts to over $1,200,000. He knows also 
a cashier of a good company whose lapse ratio 
has been the subject of complaint from the 
home office because of the failure to renew of 
a considerable amount of business written last 
year by some Bohemian and other European 
agents among their own countrymen. The 
agents have now gone, and the business has 
also. Dishonest methods, misrepresentation 
and rebating are bound to result in lapses, 
but even where these are absent mere honesty 
and good intentions will not prevent lapses 
unless they are supplemented by something 
positive. 

Ne 

“Militant honesty,” as President Roosevelt 
calls it, is necessary. It is not enough that 
the prospect should not be induced to sign an 
application through lies or rebates. If the 
largest possible percentage of the business is 
going to stick, it must be written intelligently. 
The policyholder must know what he is get- 
ting, so that at a later date he may not find 
by his own investigations or the assistance 
of other agents that he has not what he 
thought he had, but which the agent never 
told him he had. It is not reasonable to sup- 
pose that all the people who have twenty- 
payment life policies but think they have 
twenty-year endowments, were told so by the 
agents. They do not understand insurance 
terms, and when they see or are told that the 
policy will be paid-up in twenty years, they 
take it to mean that the face of it will be 
paid to them in that time. Had the policies 
been explained to them so that they would 


have understood them thoroughly, they would 
have known that they were getting all they 
were paying for, and would have been satis- 
fied. The Connecticut Mutual agent men- 
tioned above is an unusually well informed 
life insurance man. When he gets an appli- 
cation the applicant knows exactly what he 
is buying, what he can get under his policy 
and what he cannot get; he buys with his 
eyes open. If an agent would have the best 
results in his business, he must understand it 
himself. Then he will not make indefinite 
statements that may be construed in two or 
three ways and will result in future misun- 
derstandings and disappointments. It is easy 
for an agent to talk too many kinds of poli- 
cies and exploit his knowledge to his own det- 
riment, but it is doubtful if an agent ever 
makes a mistake in explaining to a policy- 
holder fully what his policy provides for, and 
doing so in a plain and simple English as is 
possible. 

A prominent general agent of one of the 
best dividend paying companies and one whose 
agents have sold insurance mostly on its divi- 
dend record for years, said recently that agents 
talk dividends too much and life insurance 
too little. They sell a policy whose chief 








A REAL PROTECTOR 


“For thirty-two years we were like 
chumrs. Never in all of those years did 
I know what it was to receive a hasty 
word from him. He was always the same 
—loving and considerate, ever thoughtful 
of the day that was, but so mindful of the 
day that might be, that now I have not a 
single thought of worry to take one mo- 
ment from my thoughts of him.” 

The foregoing words were spoken by 
a widow whose husband had lately died 
and was insured for her benefit. This 
husband was not one of those little, nar- 
row, contracted, pigmy-souled men, who, 
knowing that it was necessary for him 
to work in order to secure three meals a 
day while he lived, was willing to “trust 
to Providence” for the support of his 
family after his death. He was not afraid 
that she would “marry some other fel- 
low” after he was dead, and did not leave 
her in a position where she would be com- 
pelled to “marry some other fellow” or 
take in shirts to make at six cents apiece, 
or do some other menial thing in order to 
secure a living. 

















value has been made to appear to lie in the 
dividends that it is going to pay. In their 
anxiety to land the business the agents are 
too explicit as to what dividends will be, and 
if they fall short of estimates a few cents, the 
policyholder is ready to say that all life in- 
surance men are liars. This condition.of mind 
is a source of lapses, while if the business 
had been sold with little mention of dividends 
but for protection, the first dividend, coming 
almost unexpectedly, will cause so much sat- 
isfaction that the policyholder will not think 
of letting his policy lapse. 

Overloading an insurer and selling him poli- 
cies too expensive for his means are other 
fruitful sources of lapse. In his desire for 
business the agent gets the prospect to take 
too much insurance for his means, with pre- 
miums payable semi-annually or quarterly. If 
he meets with any reverses in the early years 
of the policy, he has no leeway; there is no 
way of temporarily reducing the amount he 
will have to pay at any one time, and lapse 
or change and reduction are the only alterna- 
tives. Had he had a little less insurance with 
premiums payable annually, he could have 
been helped through a tight time by a change 





to a quarterly premium basis, making each 
payment small. 

It is an easy matter for a salesman to sell 
goods to people who are slow pay or poor 
pay, but his principal would rather have him 
sell less goods and get his money out of them. 
So an agent may sell business in such a way 
that the policyholder is left in the dark as to 
what he is buying, or he may sell him more 
insurance than he can continue to pay for, 
but the result of doing so will be lapses, which 
mean loss to the policyholder and the com- 
pany, loss of commissions to the agent if he 
has renewals coming, and in any event loss 
of the influence and assistance that persistent, 
satisfied policyholders can and do give an 


agent. 
st Fe SF 


SMALLER POLICIES MAY BE 
THE RULE FOR THE FUTURE. 


It is a question if some of the younger and 
smaller life insurance companies are not at 
the present time, possibly through force of cir- 
cumstances, intrenching themselves in  posi- 
tions which in the future will prove strong 
citadels. Some thoughtful life insurance men 
are asking themselves the question, Where is 
the volume of business to come from in the 
future? One of them in a large city said re- 
cently that it is a fact that there are not as 
many very large policies being issued now as 
a few years ago. The wealthy men are get- 
ting pretty well loaded up. The younger gen- 
eration, who will be wealthy in a few years, 
are taking insurance as their means increase 
and will not be open to take very large policies 
to the extent that the present rich men have 
been, who were not solicited hard during their 
younger years. Apparently a large part of the 
business of the future will have to come in 
small policies on the lives of people of mod- 
erate means. How far down the scale it will 
be necessary to go is the question. There is 
still a considerable gap between the ordinary 
policy for $1,000 and the industrial policy. It 
is filled to some extent by the intermediate 
policy issued by the industrial companies and 
some others, but there still appears to be a 
large and comparatively open field. The 
newer companies are mostly the ones that are 
entering it by means of their sub-ordinary, 
provident or intermediate departments. If the 
time comes when ‘the companies have to look 
to policies ranging from $100 to $500 to help 
make up their volume, these companies will be 
the ones that will understand the business. 
They will have the agents who know how to 
get it. They will have learned by experience 
how to obviate the difficulties in the way of 
handling it, such as heavy lapse and necessary 
expense. That time may not come, but, if it 
does, the companies that got in on the ground 
floor will have the advantage. 


cs eS 
OLD AND YOUNG AGENCIES. 

Life insurance agents appreciate the differ- 
ence in dealing with an old established agency 
and one which is just beginning. The old 
agency has gone through the storm and stress 
period and is on a permanent and substantial 


footing financially and otherwise. A man- 
ager takes less chances on notes and less 
chances on men. He can do without a man 
to whom he must give advances and his busi- 
ness affords him a sufficient income to turn 
down propositions for carrying notes. The 





young agency has to make its way. A general 
agent is compelled to take chances if he has 
but little capital and intends to hire men. He 
cannct be very independent: until he gets his 
agency on a paying basis. 
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SOME DEDUCTIONS DRAWN 
FROM THE ACCOMPANYING TABLE. 


One of the most noticeable features of this 
table is the disparity in the average size of 
the policies of different companies -ten years 
ago. They varied from $1,290 for the Con- 
necticut General to $3,377 for the Equitable 
of New York. It is noticeable also that ten 
years later the average size was smaller for all 
companies whose average was $2,000 or over 
in 1892, while for nearly all companies with 
a smaller average than that in 1892 the aver- 
age had gone up in the next ten years. That 
the average size would decrease in that period 
might be expected from the financial condi- 
tions. During 1902 the policies issued were of 
larger average size in most instances than the 
average of all policies in force at the end of 
the year. 

At the close of 1902 there were four compa- 
nies whose policies on the average were larger 
than $3,000 in amount, the big three of New 
York and the Provident Life & Trust. In the 
succeeding ten years these averages decreased 
several hundred dollars. Although the Phila- 
delphia company had but a smal] business in 
force as compared with the big three, it showed 
the least change in the average size of its 
policies. The Equitable stood next. These 
two had made least change in their methods 
of doing business, the only changes of im- 
portance being those of the Equitable in its 





claims being larger than the average size of 
the policies in force justify the conclusion that 
the large policies are less desirable than smaller 
ones? Scarcely. In the first place a large 
percentage of the policies that became claims 
had reversionary additions that increased their 
original size. If they were originally larger 
than the average, the figures would appear to 
show that they had persisted till they became 
claims, as policies are expected to do and as 
companies desire them to do. 

The average size of policies which matured 
was considerably smaller than the claims in 
nearly all companies and in many _ smaller 
than the average size of the policies in force. 
This is but natural, as endowments are ex- 
pensive and are generally taken in smaller 
amounts than life policies. 


There appears to be no relation between the 


_ size of policies surrendered and those in force. 


In the case of lapses it is very different. It 
was the experience of all but four companies 
in 1902 that the lapsed policies were smaller 
in average amount than all the policies issued. 
Lapsed policies would naturally be smaller 
than claims, as most of them are young and 
have no revisionary additions. The average 
size of lapsing policies in some companies is 
increased by large rebated policies, that are 
never expected to persist. The average size of 
lapsing policies being so small, despite any 
effect these rebated policies may have, shows 
that a large part of all the policies that lapse 
are of very small denominations. It is safe to 


PROBABLE LIFE CONTRACT OF 
THE SECURITY MUTUAL LIFE 


Several life insurance men have expressed 
considerable interest in the “P. L.” policy of 
the Security Mutual Life. This policy is de- 
signed to provide the greatest amount of in- 
surance for the amount of money available 
for premiums. The term of the policy is the 
probable life of the insured, and there are 
no options or surrender values to add to the 
cost. At the end of the expectancy of life 
the policy may be continued as a renewable 
annual term policy, the premium being the net 
mortality cost, with no loading for expenses. 
This premium is “step rate” after the end of 
the probable life period. The policy is as 
follows: 

Age 35. ‘ No. XX X X. 

Che Security Mutual Life Insurance Com- 
pany, by this policy of insurance, agrees to 
pay ten thousand dollars at its home office 
(any unmatured portion of the premium for 
the current policy year, or other indebtedness, 
being first deducted therefrom) upon receipt 
of evidence satisfactory to the company of 
the fact and cause of death occurring during 
the continuance of this contract of John Doe 
of Chicago, county of Cook, State of Illinois, 
to Mary Doe, if living at the time of such 
death, otherwise to the executors or admin- 
istrators of said insured. 

his contract is made in consideration of 
the application for this policy, which is made 
a part hereof. Also in consideration of the 
annual premium of one hundred and _ ninty- 


AVERAGE SIZE OF LIFE INSURANCE POLICIES. seven dollars, to be paid in advance, on de- 
In Force In Force Issued —_Terminated During 1903.—— - livery of this policy. 
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Mass. Mutaal ..... 2,728 2,35 erty 2,006 1,907 1,989 signed this contract at its home office in the 
Mutual, N. Y...... 3,024 2,473 2,347 3,2 2,83 2,33 city of Binghamton, N. Y., attested by its 
Mut. Benefit ...... ? 2,3 2,108 2,640 2,493 1,526 | Oo ctrar this age Rag I~ Mace d by its 
ps ee 2,200 2,012 1,924 2,485 1,437 2,078 gis ’ ‘ Sst day oO ovember, 1903. 
New Eng. Mutual... 2,908 2,558 2,585 2,857 2,366 1,958 ——_—_——,, Registrar. 
Mew WORE cccccsci 3,078 2,1 91% 635 3,095 27 r ro 
N. W. Mutual...) 2'424 2:371 2.444 2,598 212553 2'005 Chas. ~ Turner, President. 
Penn. Mutual ..... 2,643 2,405 2,342 2,619 2,219 2,182 bd 
Phenix Mut....... 1,543 1,659 tos a5 1,408 rod PROVISIONS. 
Provident L. & T... 3,169 2,844 2,730 3,156 2,950 2,5 >mil av a htiret....T tate —s = 
State Mutual ..... 2885 21644 2,533 795 943 2248 chon ye = nye —— eg ‘¢ 
ers 2,564 2,466 2,370 2,285 1,905 2.010 issued for the term of the probable life o 
Union Central ..... 1,651 1,827 1.608 1.900 1,826 ort the insured, in accordance with the American 
Union Mutual ..... 1,866 1,47 ,382 562 05K ‘ Sxnerie 4 > pilin  s ai. 
United States |... 2:437 2'201 2°699 1,779 1,984 2'993 ———— vane - erty, Sal we San- 
Washington ....... 2,042 1,914 2,04 2,020 1,669 2,284 tinue it in force subsequent premium payments 


attitude on the commission and bonus ques- 
tions. The New York had changed almost 
entirely from the general agency to the branch 
office system, and the average size of its pol- 
icies had dropped nearly $900 in the ten years, 
while the policies issued during 1902 were 
$1,185 smaller than the average size of all 
in force at the end of 1892. The Mutual was 
making a similar change in its system during 
the same period, and it also showed a marked 
decrease in the size of its policies, but not so 
marked as that of the New York. Under the 
branch office system an army of small pro- 
ducers have been put to work. The Berkshire, 
Connecticut Mutual, Northwestern Mutual and 
United States, the average size of whose pol- 
icies has been quite large for ten years at 
least, are now writing policies of larger average 
size than all in force in 1892. Except the 
Northwestern, these are all companies with 
comparatively few agents, and much of whose 
business comes from the cities. 

It is a common saying that the mortality is 
more favorable on small policies than large 
ones. These figures would appear to sustain 
this view, but there are several matters to 
consider. It was the experience of nearly all 
companies that the average size of all policies 
terminated by death in 1902 was larger than 
that of all policies in force at the end of that 
year. Among the exceptions were the A®tna, 
Phoenix Mutual and Union Central, all of 
which has in their earlier history written pol- 
icies of small average size, and the claims 
would naturally be small. Does the fact of the 








say that a good part of these small lapsing 
policies 2re written by agents that would not 
be considered first class in their qualifications, 
who write people who are not really able to 
carry ordinary insurance, and secure business 
by the “sympathy racket” and other means 
than convincing the prospect of the value of 
the proposition offered him. 

It is not safe to draw too definite conclusions 
from tables like this one, as there are many 
conditions that the figures do not show. It 
would be foolish to conclude from them that 
five policies of $20,000 each are more desirable 
than twenty of $5,000 each, but it is not un- 
reasonable to infer that $100,000 written by an 
agent who knows his business and made up 
largely of policies from $2,000 to $5,000 in 
amount is more desirable than the same 
amount written by ten agents, mostly in $1,000 
policies. 

ee Ff ¢ 
REAL APPLES OF SODOM. 

What are apples of Sodom? A fair-looking 
fruit which turns, when handled, into smoke 
and ashes. Are they found in this climate? 
They are, and have cruelly deceived many a 
poor widow. In this country we call them 
lapsed policies.—Interstate Herald. 

st Fe SK 


“In the sea of discontent many a might- 
have-been policyholder flounders. Delayed ap- 
plications will not always pass medical 
scrutiny. III health has an annoying habit of 
intervening.” 





of one hundred and ninety-seven dollars and 
no cents each shall be made to the company 
at its home office on or before the first day 
of November in every year for the term of 
31.80 years from the date of issue. 

Division of Premiums.—Second—Each pre- 
mium paid shall be divided into the following 
component parts: For current mortality and 
reserve fund, $..... ; for general fund, $..... 

Premium Notice—Third—Notice of each 
and every payment due or to become due on 
this policy, and of the annual meetings of the 
company held at its home office, in the city 
of Binghamton, N. Y., at two o'clock, p. m., 
on the first Tuesday of February in each year, 
is given and accepted by the delivery of this 
policy, and any further notice required by 
any statute, or otherwise, is expressly waived. 
All payments on this policy are due at. the 
home office, in Binghamton, N. Y., but at 
the pleasure of the company suitable persons 
may be authorized to receive premium pay- 
ments—not overdue—at other places, but 
only on production of the company’s receipt 
therefor, duly signed by the registrar, and 
countersigned by the collector to whom pay- 
ment is made. If any premium shall not be 
paid on or before the date when due this pol- 
icy shall be null and void, except as herein- 
after provided. Ifa note or notes be accepted 
for the whole or any part of the first or any 
subsequent pemium, or other payment under 
this policy, and if any such note shall not 
be paid in full on or before the day it falls 
due, this policy shall, without notice or any 
affirmative act on the part of the company or 
any of its officers or agents, be null and void. 

Reinstatement.—Fourth—If this policy shall 
lapse by reason of nonpayment of any pre- 
mium, it may be reinstated at any time within 
five years of such lapse upon the insured 
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furnishing evidence of good health satisfac- 
tory to the company, and the payment of all 
past due premiums, and any indebtedness un- 
der this contract existing at the time of lapse, 
with interest at 5 per cent per annum. 

Place of Contract——Fifth—The place of this 
contract is expressly agreed to be in the city 
of Binghamton, N. Y.; no action at law or 
suit in equity shall be commenced or main- 
tained hereon, or recovery had, unless such 
action or suit is commenced within one year 
from the day of the death of the insured. 

Self-Destruction.—Sixth—In event of death 
of the insured within two years after the date 
hereof, by his or her own hand, whether sane 
or insane, the liability of the company shall 
not exceed the amount of premiums paid 
hereon. 

Authority of Agents.—Seventh—Agents are 
not authorized to make, alter or discharge 
contracts, grant credits, waive forfeitures, or 
extend time of payment of premiums. 

+ + 
PRIVILEGES. 

Grace in Payment of Premiums.—First— 
A grace of 30 days will be allowed in pay- 
ment of premiums after this policy shall have 
been in force one year, subject to an interest 
charge at the rate of 5 per cent per annum 
for the number of days, not exceeding 30, 
during which the policy remains in: force. 

Privilege of Exchange—-Second—On_ any 
anniversay of this policy, and while in force, 
the company will, upon its surrender, grant 
in exchange therefor, without medical re- 
examination, a new policy on any plan then 
written by the company at a higher rate of 
premium, for an amount not greater than the 
sum insured by this policy, and at the rate 
of*premium required for the kind of policy 
chosen at the age then attained, or at the 
premium rate required for the original age 
and date, upon payment of the difference in 
premium, with 5 per cent interest per annum. 
Should this policy be exchanged by the insured 
for one calling for the rate or attained age, 
any accumulations to the credit of. this policy, 
as determined by the actuary of the company, 
shall be applied pro rata in reduction of the 
first ten year’’ premiums on the new policy. 

Surrender Value.—Third—On the tenth or 
any succeeding anniversary of this policy, if 
then in force, the insured may surrender it, 
properly receipted, and receive therefor in cash 
the surplus to its credit, as determined by 
the actuary of the company; or, in lieu thereof 
a paid-up policy for’ such amount as the sur- 
plus will purchase at single premium rates. 

Fourth—This policy shall share equitably 
in all accumulations from lapses, interest and 
mortality savings, as determined by the actu- 
ary bs the company, and if in force on the 

day of ——, 19—— [end of expectancy], 
the lesured shall then have his choice of the 
following options: 

Options—First, to surrender this policy, 
properly receipted, and receive therefor in 
cash all such accumulations then to its credit; 
or, second, to receive therefor a non-partici- 
pating paid-up policy for such an amount as 
its cash value will purchase at single premium 
rates; or, third, beginning on the —— day of 

19- [end of expectancy], this policy 
may be continued as a one-year term policy 
at attained age, and all such accumulations 
shall be applied to maintain the original rate 
level. Should such accumulations become ex- 
hausted, the insured shall be required to pay 
only the net rate for one-year term insurance, 
and nothing for the general fund. 

Change of Beneficiary.—Fifth—This policy 
is issued with the express understanding that 
the insured may (provided this policy or any 
interest thereunder has not been assigned ) 
change the beneficiary or beneficiaries at any 
time during the continuance of this policy by 
filing with the company a written request, duly 
executed on blanks furnished by the company, 
such change to take effect only upon the in- 
dorsement of the same on the policy by the 
company. 

Incontestability.—Sixth—This policy, from 
date of issue, is absolutely free of conditions 
as to residence, Occupation and travel, and 
after it shall have been in force two full years, 
provided any and all payments required from 
the insured shall be made on or before the 
date on which they become due, this policy 
shall be incontestable. If the age of the in 
sured was understated, the amount of insur 
ance payable shall be only such proportion of 
the amount of the policy as the actual premi 
ums paid would have purchased at the true 
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age of the insured. In event “ death of the 
insured at any time hereafter, while engaged 
in, or in consequence of having been engaged 
in military or naval service in time of war, 
without the written consent of the company, 
signed by the president or registrar, the sum 
payable under this policy shall be limited to 
the amount of premiums paid hereon. 

Instalment Benefits—Seventh—The mode of 
payment of this policy may be changed, as 
provided under ‘“Instalment Benefits” on 
fourth page hereof. 


The following are the annual rates for poli- 
cies payable in one sum or in ten, fifteen or 
twenty annual instalments: 





Ten - Fifteen Twenty 
annual annual annual 
One instal- instal- instal- 
Age. sum. — ments. ments, ments. 
$13.90 $12.22 $11.40 $10.65 
; 12.39 11.56 10.80 
12.66 11.81 11.03 
13.01 12.14 11.34 
13.36 12.46 11.64 
13.71 12.79 11.95 
14.06 13.12 12.26 
14.42 13.45 12.56 
14.77 13.78 12.87 
15.12 14.10 13.18 
15.56 14.51 13.56 
16.00 14.92 13.94 
16.44 15.33 14.32 
16.88 15.74 14.71 
17.32 16.15 15.09 
17.84 16.65 15.55 
18.37 17.14 16.01 
18.90 17.63 16.47 
9.i 18.20 17.01 
18.70 17.46 
19.19 17.92 
19.76 18.46 
20.34 19.00 
20.91 19.53 
21.57 20.15 
22.30 20.84 
23.12 21.60 
, 
32.47 30.33 
34.19 31.94 
36.49 34.09 
f 39.038 36.46 
Tees i e.5 0 ahe.0 50.90 41.74 38.99 
err 54.40 44.61 41.67 
Rise ues es 58.30 47.81 44.06 





LIFE INSURANCE CATECHISM. 

Q. What is life insurance? 

A. A beneficent scheme to make selfish mor- 
tals help the unfortunate. 

Q. What is industrial insurance? 

A. Life insurance sold at retail in small 
quantities at high prices. 

2. Which is the best company? 

The one represented by the agent who 
i talking to you. 
What is stock-rate insurance? 

< The kind where you pay for what you 
are going to get and not for what somebody 
thinks you are going to get. 

Q. What are bonds? 

A. The things life insurance companies sell 
to men who like to think they are capitalists. 

Q. What is surplus? 

A. That part of the assets of a life insur- 
ance company that has not yet been given 
some other name. 

Q. What is loan value? 

A. A handy contrivance by which a man 
can borrow money with which to pay his 
premium or buy oil stocks. 

(Q. What is meant by “expected mortality?” 

A. A death rate which well-managed com- 
panies do not expect. 

©. What is the tontine plan? 

A. A plan under which the policyholders 
participate more in the prophecies than in the 
profits. 

Q. What are dividends? 

A. An optical paradox. The further they 
are off the larger they look. 

Q. Of what advantage is great size to a 
company ? 

A. It gives greater glory to the president. 

QO. What is a general agent? 

A. A man supposed to have a large divisi- 
ble surplus in which the public is entitled to 
participate. 

QO. What is state supervision? 

A. An effective pnlan by which politicians 
are enabled to keep the dividends from be- 
coming too large. 


7 ses Ss 
“Life insurance is the most sensible form 
of economy that one can possibly practice.” 








DIFFERENT METHODS USED 
IN COMPENSATING LIFE AGENTS. 


The practice of different companies in the 
matter of compensating agents is as diversified 
as it is possible for it to be. At the one ex- 
treme stands the Mutual Life, paying broker- 
age only; at the other are companies paying 
perpetual renewals. Between them are to be 
found all possible modifications of the re- 
newal system. The New York Life pays one 
renewal and has its Nylic system of future 
compensation for producers of certain stand- 
ards. The Equitable has a comparatively low 
first year’s commission and a number of lib- 
eral renewals, their liberality depending largely 
upon the general agent and the kind of an 
agent he is dealing with. The Travelers has 
one of the finest renewal plans ever put for- 
ward, built somewhat upon Nylic plans, under 
which an agent gets renewals when he writes 
a certain volume of premiums in one year, 
their size and number depending upon the 
volume of his premiums. The Pittsburg Life 
& Trust has issued agency contracts, in which 
the renewals are graded on a somewhat sim- 
ilar plan and are non-forfeitable except for 
malfeasance on the part of the agent. Some 
companies pay, say, 50 per cent brokerage or 
40 per cent and four renewals-of 5 per cent 
each. Others follow the same plan but with 
different figures. 

What is the best plan for the agent is a 
question. Some experienced men would not 
think of accepting a contract that does not 
provide renewals, while others prefer a brok- 
erage commission. Where the renewals are 
equivalent to a bonus for a certain amount of 
business, as in the case of the Travelers, 
there is no question about their desirability, 
but when one has to accept a reduced first 
year’s commission in order to get a little 
larger compensation ultimately through renew- 
als, it is certainly a question whether it pays 
him to do so. Where renewals are payable 
perpetually, or even for a considerable num- 
ber of years, a renewal contract certainly 
binds one to his company and gives him a 
feeling of security concerning the future that 
he cannot have under a brokerage contract. 
But not infrequently it happens that men are 
enjoying this comfortable feeling and work- 
ing to provide for their future when they are 
not secure in their renewals. One man who 
has looked into this subject with much care 
says that he knows very few companies whose 
agents are absolutely safe under their re- 
newal contracts. Most agency contracts are 
drawn subject to termination by either party. 
In many of them there is no binding provi- 
sion that makes the renewals non-forfeitable 
in case the agency contract is terminated. 
Some are between general agents and solicit- 
ors, with no guarantee from the company that 
the renewal provisions will be carried out in 
the event of the death or discontinuance of 
service of the general agent. Others are so 
drawn that that the renewals are forfeited in 
the event of the solicitor’s leaving the general 
agent or the company. In such cases it is not 
unknown to happen that an agent’s renewals 
become more valuable to the general agent 
than his services are. Then ‘conditions are 
sometimes made so disagreeable for him that 
in time he is forced to quit. When a man’s 
renewals. are dependent upon his continuing 
with the company they sometimes stand in the 
way of his accepting a better offer from sonte 
other company or an opportunity to engage in 
some other business to his own advantage. 

Under a brokerage contract an agent is 
free. When he has delivered a policy and 
collected the first premium he gets all that 
he ever expects to get out of that business 
He has nothing to lose if it lapses or be 
comes a claim. He is independent both of his 
general agent and his company. If they do 
not treat him in such a manner as he desires 


he can go elsewhere or take an agency of 
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another company without loss. If he has a 
bad year his losses are not augmented by the 
loss of the renewals on that year’s business 
because he fails to fill a quota. 

These conditions are not the best for gen- 
eral agents and companies. It requires the 
most ‘devoted advocate of the brokerage sys- 
iem to believe that the business written on 
brokerage is as good as that written under a 
renewal contract. The New York Life recog- 
nizes this when it provides for one liberal 
renewal at the critical beginning of the second 
policy year. It pays an agent to keep the 
business on the books if solicitation will do 
so when he has a renewal interest in it. It 
is to the interest of a general agent, too, to 
bind his agents to him, lest some year he find 
it impossible to fill his quota and thus lose his 
renewals on that year’s business for all time 
to come, for some general agents have such 
contracts. 

Probably no scheme has yet been devised 
that is not subject to criticism. ‘To pay all 
men alike is unfair. The man that works 
steadily and can be depended upon for about 
so much business every year is entitled to 
better compensation than one who occasionally 
“picks up” an application. The men that gen- 
eral agents especially want are steady pro- 
ducers, so that they can tell with some ac- 
curacy how much business to depend upon 
for any year. If they or the companies make 
renewals dependent upon the writing of a 
certain amount of business they encourage 
rebating in case an agent has not quite filled 
his quota when the end of the year approaches. 
Probably in time somebody will work out a 
plan under which these difficulties will be ob- 
viated. If the agent were obliged to write 
a certain amount of business or of premiums 
each year in order to get renewals at all, and 
then the renewals were payable only on what 
he wrote in excess of that amount, he would 
have an incentive to earnest, steady effort, but 
not to rebating. 

A A SS 
MARRIAGE AND INSURANCE. 

The London Telegraph says: “Probably 
few persons will dispute the proposition that, 
in common parlance, if a married man speaks 
of his wife he intends to refer to her who is 
at that time, and does not contem- 
plate her death and a second wife whom he 
may subsequently marry. But suppose a mar- 
ied man effects a policy of insurance on his 
own life under the married woman’s property 
ict, 1882, ‘for the benefit of his wife and 
hildren,’ and after his then wife’s death the 
issured marries again and has a second family. 
\Vill the second wife and her children be en- 
itled upon the death of the husband to share 
n the policy money? This was the question 
lefore Mr. Justice Kekewich in a case at the 
nd of last week, and he held that the second 

vife and her children are entitled to share. 

he decision appears to be in accordance with 
od sense as well as law. As the learned 
1dge observed in giving judgment, the pre- 
imption that when a married man speaks of 
is wife he intends his wife at the time, loses 
eight when an instrument like a policy of 
surance, which is intended to make provision 

a wife and children after the husband’s 
ith, has to be construed. The husband, in 
probability, intends to provide for those 
ho survive him, and for that reason stand in 
ed of the provision, and this conclusion is 
rengthened by the reflection that, as he can- 
t reasonably be supposed to have intended 
benefit only the children living at the date 
the policy, to the exclusion of after-born 
ildren of the then existing wife, there 
pears to be no good reason’ why 

children by the second wife and the 
ond wife herself should not also share. 
iere is no reason why the trust in favor of 
e wife and children which the act of 1882, 
entioned above, creates, should not include 
jects as yet unascertained. Upon these 

‘ounds it was held that by ‘wife and chil- 

en’ the husband intended his surviving wife 
if any) and his surviving children, whether 
by his then living or any after taken wife.” 


his wife 


] 





THE YOUNG MAN'S WORK IN 
THE LIFE INSURANCE FIELD, 


President H. H. Ward, of the National As- 
sociation of Life Underwriters, in his address 
before the Cleveland association, on Novem- 
ber 10, said on “The Young Man in Life In- 
surance :” 


“My thoughts to-night go out to the young 
men of our association, those who are just 
beginning their careers in life insurance, and 
my thoughts dwell upen the necessity of a 
right environment, if they would succeed. 
Possibly in entering this calling some have 
had painted in glowing colors the beauties of 
their new business, have had represented to 
them that their future was assured, that the 
securing of life insurance was but the secur- 
ing of an interview. Now, those of us who 
have had long enough experience realize that 
success can only be won by constant applica- 
tion to work. It’s work—work—work—intel- 
ligent work, which distinguish the successes 
from the failures in life insurance. 

“eg 

“Just thirteen years ago this year I came 
to Cleveland to enter the insurance business. 
| knew absolutely nothing about how to be- 
gin. I rented desk room in an office on the 
present site of the Williamson building, went 
about town among the agencies seeking con- 
tracts to represent life, fire, accident, plate 
glass and anything else which I could pick 
up. This was my first mistake. I was trying 
to be a ‘jack-of-all-trades’ and master of 
none. Before I had been at it long I real- 
ized that I was making a mistake, and, with a 
letter of introduction, presented myself to 
George H. Olmsted, who gave me good ad- 
vice at a time most needed. The result was 
that I discarded my old ways and began over 
again, this time with the rate book of a life 
insurance company. I will not dwell upon 
the long months that followed—months that 
tried the nerve—the will power—months spent 
in trying to get a foothold. 

= 

“In those days, thirteen years ago, I be- 
lieve the percentage of failures among insur- 
ance agents was far higher than now. It 
was more the thing for a man to fall into the 
business than to climb ‘into it, as one must 
dc if he would succeed to-day. I looked 
about me for the successful agents—tried to 
forget the fact that there were failures—and 
I said to myself, over and over again: ‘Tf 
others can succeed, why can’t I?’ 

“Having myself begun as a youngster, 
having had the trials that every young life 
insurance agent is heir to, I trust that you 
will pardon me for the personal reference and 
for turning my thoughts to the ‘young man 
in life insurance, and by this | mean young 
in years, young in experience. 

“In searching for material with 
make a successful agent I believe 
be done in time with the young men fresh 
from college. Next in the grade of expe- 
rience I would select young men who have 
had the advantage of a law course, or who 
have had some experience in teaching. Lastly, 
any man, almost regardless of age, of good 
habits and character, not afraid to work, who 
has demonstrated himself to be a success in 
some other vocation. Whatever is done, we 
cannot look for a successful insurance agent 
among the failures of life. 

a: 


and 


which to 
much can 


“The young man who is considering enter- 
ing this field of work should be influenced 
at once with its magnitude, its loftiness, its 
high character; he should be given to under- 
stand from the start that he will need to take 
his every power to bring himself up to the 
standards of the business. The business itself 
needs no apology—there is nothing to explain 
away to an insuring public; it is the abuses of 
the business, brought upon it by unscrupulous 
agents, that tend to check the upward career of 
every right-minded young man who engages 
in it for his life work. And remember that 
all of us must at times suffer vicarious pun- 
ishment at the hands of those we solicit, which 
punishment is the result of the misdemeanors 
of the vicious or ignorant agent who may 
have preceded us. 

“You who are young in years and new to 
the business take as your motto these words: 

‘The way to get a larger place is to crowd the 
place you ‘have.’ Burn them into your mem- 





ory—never allow yourself to get away from 
them—and then set to work and crowd. 

“Did you ever watch a determined man 
wedge his way through a large concourse of 
people on the street? He does not push or 
shove or jostle his neighbors—that consumes 
times and ruffles tempers; he does not spend 
time trying to find out where the rest are 
going—he has a destination of his own in 
view. He is closely watching for openings, 
turning his shoulders sideways to get through 
close quarters, grasping the opportunities for 
advancement that frequently present them- 
selves in large crowds for a fleeting moment 
and are then gone. If he has been keen 
enough to step into these openings he is one 
step farther on his journey; if he has been 
slow to grasp these situations he loses many 
of the chances for advancement. 

“e 


“What you and I see every day on the 
street by being observing is what is constantly 
going on in life. It is the way in which we 
meet competition and discouragement that 
marks the progress we make. In our calling 
the young man must early learn to be deter- 
mined, but must remember that the pushing 
and shoving of others take both time and 
strength, which should be expended in forging 
to the front. Avoid competition whenever 
possible—don’t spend your time trying to find 
where the other fellow is going—but go your 
self to your own prospects, and see to it that 
you spend a good, full day in going. 

“We cannot enthuse others any more than 
we are enthused ourselves. We must thor- 
oughly believe in what we are selling—rust 
ever be ready to defend the business from 
the scoffer and the jester. The latter but 
makes himself ridiculous by his remarks, and 
the agent then has the opportunity to be either 
ridiculous himself or to display that gentle- 
manly courtesy which will put the jester to 
shame. No jester or scoffer ever means what 
he says when he talks against life insurance 
—his words are always said with the inten 
tion to disconcert the agent, not to discredit 
the business. 

“The young agent if he would succeed must 
have method and must begin early to train 
himself to method. He should never allow 
himself to go home at night without first hav- 
ing laid out his work for the next day. If in 
the morning he goes to business feeling that 
there is a full day’s work waiting for him, 
he is encouraged to do the best he can. Tf, 
on the other hand, having made no plans for 
the day, he goes to business wondering what 
he will do and where he will go, he is apt 
to become faint-hearted before his work has 
begun. Thus he loses a day, and too many 
days lost is life lost. Watch the expenditure 
of time. The agent who takes noon hours of 
from two to three hours in order that he may 
engage in social pleasures, will not, as a rule, 
have time enough left in which to work out 
his success. 

“e 

“To the young man entering this business 
I would say, first of all: Be honest—then be 
ambitious—be industrious—have enough con 
fidence in yourself to carry you through the 
hard places, but don’t be overconfident. I he- 
lieve more failures occur among insurance 
agents through a waste of time than through 
any other two causes. If you must waste time, 
do it at your desk, where your general ageut 
can see you, but don’t do it on the street, where 
the public can see you. The public may sym- 
pathize with the unsuccessful man, but it 
patronizes the successful man, The public is 
a great critic; it can do more in a day in pull- 
ing your reputation down than you can do in 
a year in building it up. Therefore carry 
yourself circumspectly before the public. 
Whenever you are seen on the street, let it 
be in going about your business, not in hang- 
ing around corners and in entrances to build- 
ings. I have been able to judge more than 
one agent by the way in which he uses his 
time. 

“Don’t be envious of your competitors’ suc 
cess. Remember that true success can only 
come when built upon foundations of your 
own laying—it does not come by pulling down 
the work done by others. Of all the abomina- 
ble practices in life insurance, ‘twisting,’ or 
the pulling down of other people’s work, is the 


worst. The agent who ‘twists’ injures first, 
the policyholder; second, the insuring com 
pany; third, and not least, himself. 


“Tell the truth—the truth about life insur 
ance is good enough—you do not have to re- 
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sort to falsehood. Someone has said that the 
American people combat the truth inch by 
inch, but swallow a lie whole. If in your fish- 
ing pond you land your prospect by the first 
method, even though he has combatted you 
inch by inch, you have got a policyholder 
worth having—one who will see to it that 
his friends hear about you. If you employ 
the last method, and your lie is swallowed 
whole, you are apt to cause a commotion 
whose ripples will only cease when the farthest 
shores of your life insurance career are 
reached. Finally, young men and new men, 
you have embarked upon a big undertaking— 
you are going to be watched by your own gen- 
eral agent—by your competitors—by the public 
among whom you work; and, finally, if your 
work is meritorious, by your own home office. 

“The successful, hard-working insurance 
agent need never be at a loss for something 
to do—for someone to solicit—for some good 
company to work for. If your own company 
will not treat you right, there are others for 
whom you can work. But before you make 
changes, be sure to know that the fault lies 
with your company and not with you. Be 
loyal to the general agent and to the company 
you work for. Give them your best efforts. 
Do this or get out of the business.” 


es SF SF 
KNOW MEN. 
The Security Mutual Agent in an article on 
“Know Men,” says: 


“To succeed in selling life insurance a man 
must have two kinds of knowledge. In the 
first place he should be a master of the prin- 
ciples of his business, its theory and practice, 
its aim and application.. He cannot state facts 
unless he knows them; he cannot intelligently 
represent, until the matter presented is clear 
in his own mind. Fortunately the elementary 
principles are few and easily learned. But, 
having passed the work of an abecedarian suc- 
cessfully, knowing the why and how of mor- 
tality tables, expense loadings, and the legal 
reserve, he is totally unfitted for his work un- 
less the other kind of knowledge is hidden in 
head and heart. He is to deal with men, he 
must know them to deal with them effectively. 

“Without this knowledge all his words of 
explanation and definition are as “sounding 
brass or a tinkling cymbal.” In this he is no 
different from his neighbors in the so-called 

“learned professions.” A minister may enter 
a pulpit after eight or ten years of study, fully 
equipped in theological lore and doctrinal defi- 
nitions. He may be letter perfect in church 
history, and be able to pass the most ex- 
haustive examination in all the studies bear- 
ing on the great themes he is prepared to 
preach, but, unless he knows men, how to 
bend to meet their thinking, how to under- 
stand and interpret their need, he will wear 
out his life in trying, never achieving the high 
result to which hope called him. 

“The physician may go from his medical 
college thinking his diploma is an “open 
scasame” to profitable practice; he may know 
all of anatomy and physiology and therapeu- 
tics; he may have his head crammed full of 
Latin words, and all his professors could 
give him, but if he does not know men, know 
how to meet and mix with them, know how to 
bend to their weakness and morbidity, how 
to help them in spite of their unreasonable- 
ness, and foolishness, his name will never 
shine though his coat may, he will be a misfit 
in his profession. 

“The life insurance agent is the king of 
solicitors. If successful, he is a master of 
persuasion. Above all he must think the 
thoughts men are thinking, feel as they feel, 
know their necessities and abilities, under- 
stand their limitations and then by act of will 
focus all his knowledge upon their will to get 
them to act a “yes” and put their autograph 
where it belongs, “on the dotted line.” 

“Of the two kinds of knowledge by far the 
greatest in importance is to know men. To 
understanding our business is good, to under- 
stand men is better, to know them is best 

“James Thomson, of Minneapolis, the as- 
sistant manager of our Northwestern depart- 
ment, in a recent letter to the writer, splend- 
idly synthetized an agent’s work as: ‘First, 
life insurance; second, life insurance as ap- 
nlied to life; third. how to get men to apply 
life insurance to life.’ 


+ SF SS 


“A harvest of discontent follows uninsured 
” 
men. 





FIFTEEN-YBAR INVESTMENT 
BOND OF THE NATIONAL, U. 5. A. 


The National Life, U. S. A., is not pushing 
for the investment bond business patterned 
after the Iowa plan. It now has a fifteen 
year bond with no medical examination. The 
features of the policy as given by the com- 
pany are: 


1. Investment is exempt from taxation and 
execution as by law provided. 

2. On this form of policy a satisfactory 
health certificate will be accepted in lieu of a 
regular examination. 

3. Both sexes are eligible, from ages five 
to sixty, inclusive. 

4. Policies are written in denominations of 
$500 and upwards. 

5. Death benefit consists of one hundred 
and twenty per cent of all premiums paid (on 
basis of annual premiums). 

6. A safe and profitable investment attain- 
able during life, and a reasonable return in 
event of death. 

7. In event of death, the beneficiary may 
take, first, the cash at once; or second, a paid- 
up policy payable with accumulations at the 
end of the endowment period. 

8. Liberal loan values after third year. 

g. A contract that is the embodiment of 
simplicity, with security that is absolute, and 
profit that is unquestionable. 

10. Policies are assignable and transferable, 
the same as government bonds. 

11. Policy provides for a guaranteed settle- 
ment at the end of the fifteen year period, 
consisting of the face of the policy, together 
with profits apportioned from the following 
sources: Interest earnings, forfeitures under 
lapsed policies, mortality savings and profits 
that accrue by reason of policies surrendered 
under loan or surrender privileges. 

The premium rates per $1,000, are: 


Age. Annual. Age. Annual. 
Gls ccrcawnn een OS Sar $65.30 
ee ae ee 64.35 a: 5 . 65.35 
reer DM (Obie ccssscurns 65.40 
Se ee a EPR ore 65.45 
NRE ert Pe Me bab akeaeae 65.59 
SE eee Eo 65.55 
Mo at ie kaa ed 64.60. 47. 65.60 
EE re SR ee 65.05 
29 SS a Seer Peres 65.7 
OS acksisc wala wted a. ee er 65.75 
| Eee De ae 65.85 
2 SE 28s shen ewet-code 30 
De (ona iekak ae a ae eee 66.29 
34 64.05 54 66.45 
35 Es Sere 66.75 
SAP epee El ek ance wid ate 67.15 
37 Se Nk haan eap we ue 67.65 
See ee eee rrr 68.25 
tthe cies ate Oe Mes 5 saa cawde 69.00 
OS ee 65.25 60.. 70.09) 


THE FOLLOWING ARE THE LOAN VALUES ON A 
$1,000 POLICY: 


Company Company 

At End will At End will 

of Loan of Loan 
a a aaeg | iar eee 515 
<* alee ae ER ieee 589 
eg erie eee i YS ae ees 666 
eer = le 
aero: =: | eee 
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is a new, clean pub 
lication advocating 
advanced ideas in 
LIPE INSURANCE. 
Every agent and 


fraternal organizer 
should read it. If 
either, send address and we will mail you first six 
issues FREE. We want 10,000 readers. 


CHARLES H. COONS, 
348 Sixth Avenue, Pittsburgh, Pa. 


A CAPABLE MAN 


Can obtain some excellent outside territory in 
Illinois or Wisconsin for 








THE PROVIDENT SAVINGS LIFE of New York 
E, W. SCOTT, President. 


H. E. MARSHALL, Supt. Northwestern Dept., 
1301-6 Monadnock Bl¢g.. Chicago. 





GOSSIP ON LIFE INSURANCE 


Will other life companies take up the dis 
ability feature and put contracts into the field 
This question is receiving some attention fron 
underwriters. There are some splendid argu 
ments to be used by agents in presenting thi 
combined contract. In fact, it gives an addi 
tional talking point, which agents are alway: 
glad to see coming around.’ The Conservative 
Life, Travelers, Security Trust & Life and 
Bankers Life of New York are issuing such 
contracts, the Conservative seeming to be th« 
most active in the field. 








The promotion of new life companies on 
the capital stock plan usually brings out in- 
teresting methods in disposing of the stock. 
It is a difficult task to sell stock for a new 
life company on a strictly bed-rock basis, witli 
no extra inducements to purchasers. The field 
for investment is not an attractive one. Pro 
moters endeavor to influence sales by showing 
the records of the old-established companies 
and what they have done for their stockhold 
ers. Such deductions, however, cannot appl) 
to companies just organizing. It is unlikely 
that any new companies will ever equal the 
achievements of the old-timers, because con 
ditions have entirely changed and the oppor 
tunities for adding to the profits of companies 
have been greatly curtailed by liberal policy 
conditions, higher expenses and declining in- 
terest rates. 

One company, in selling its stock two for 
one, put a stock series in the treasury, to be 
delivered to purchasers of the regular issue 
without cost when the surplus of the company 
would warrant such action. 

Another company sells its stock in conjune- 
tion with its policies. An agent, for example, 
solicits a man to take out a $5,000 policy and 
then sells him a share of stock at ten points 
below the regular price, showing him the 
dividends he is likely to receive on his share 
of stock. 

A third company follows much the same 
plan as No. 2, only its stock is sold at the 
regular fixed valué in connection with a $5,000 
policy. The full premium is charged for the 
policy, with $1 per $1,000 extra. These policy- 
holders are put in a special class and are 
supposed to receive extra dividends. The ad 
ditional premium is aimed to clear the dis 
crimination law. 

Still another method is to sell stock of 
“underwriting companies” which are incor 
porated to carry on the agency work for the 
life company. ‘The stockholders are shown 
the profits that are likely to accrue from the 
commission contract. 

It is not generally known that frequently 
the Prudential reinsures excess lines of its 
ordinary branch in its industrial department, 
thus counting the latter a separate company 

The accounts of the two departments are 
kept separately. This is in line with the prac- 
tice of some of the fire companies in reinsur 
ing portions of a risk in their auxiliary de- 
partments. The auxiliary is backed by the 
identical capital and assets of the parent com- 
pany, but is used as a separate institutir 
and its experience is. kept on its own oper:- 
tions. 


Life insurance men who have had dealines 
in the copper country in northern Michigo 
complain of the dullness of business in tl 
locality. The copper countiy has been count: J 
a very good field because of the prosperity «i! 
the people therein. The inhabitants, howe\ 
have been investing in stocks of copper min 
not only in upper Michigan but Arizona a’ 
other States in the Southwest. Many of these 
investments have been lost and the saviii ‘5 
of the people have been wiped out. This | s 
had a very bad effect, therefore, on the !':¢ 
insurance business. 
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DISCOURSE ON REBATING. 


A thoroughly practical discourse on the folly 
of rebating was given a short time ago by a 
general agent in a western city. The man 
to whom the talk was addressed reports it as 
follows: 

“During the time I have been in this busi- 
ness I have had not less than half a dozen 
men in my office begging me, almost on their 
knees, to help them get hold of a thousand 
dollars, or some other sum, to keep them out 
of jail. They. were holding positions similar 
to my own, and I could not at first under- 
stand how they came to be in such difficulties. 
Before doing anything for them I generally 
asked them some question, and from the an- 
swers made comparisons between their ccn- 
dition and mine. When I went into this busi- 
ness about fifteen years ago, I had nothing 
but a small fixed income, my children were 
young and their educations were yet to be 
paid for. In that time I have lived well, as 
a gentleman ought to live. I have a fine 
home in an elegant part of the city, my chil- 
dren have been given college educations, sev- 
eral of them have traveled abroad. It has 
cost me from seven to ten thousand dollars 
a year to maintain my family, I have saved 
some, and it has all come out of this agency. 





My contract is not a liberal one, nothing to 
be compared with what some general agents 
have, but under it I have built up a business 
from nothing to over $200,000 in premiums 
collected every year through this office. Now, 
when these men come to me in distress, I 


ask ‘What is your contract?” ‘How much 
do you write?? ‘Where do you live?’ 
and some other questions. I find that 


they have small and inexpensive families; 
they live in some obscure neighborhood; I 
never meet them at the clubs nor in society; 
I never hear of them through the banks, with 
one or two of which I am connected, and still 
they are writine as much business as I am 
under contracts that pay them better than mine 
pays me, and at the same time they are in 
the hole and begging for help to keep them- 
selves out of jail. Why is it? They are sim- 
ply giving away their commissions, They are 
working for nothing. They have neither their 
own respect nor that of the people with whom 
they do business. Life insurance is a legiti- 
mate business, and a man can be just as highly 
respected in it as in anything else, but he is 
not respected when he conducts it in that way. 
I might go down on the street and light my 
cigar with a ten dollar bill, if I wanted to. 
I should probably be arrested and sent to an 
asylum for being a d——d fool, if I did, but I 
should be no bigger fool for doing that than 
for doing my hard work -for nothing.” 








NIAGARA FALLS. 
When you go East, do not fail to go 


by way of the Michigan Central, “The 
Niagara Falls Route,” and include in your 
way the Detroit River and Niagara Falls. 
They are two sights to be matched no- 
where else, and long to be remembered. 
Drop a postal card to Jos. S. Hall, D. P. 
A., Detroit, for a descriptive folder. 


























WANTED. 
—_ ONE WHO UNDERSTANDS 
EMPLOYER’S LIABILITY 
INSURANCE POLICIES, 
) AND WHO KNOWS ABOUT 
q BOOKKEEPING IN GENERAL AND 
‘bs nen ROLLS IN | PARTICULAR. 


AAwSes 






United States Casualty Co., 141 Broadway, N. Y. 
EDSON S. LOTT, Secretary & General Manager. 






























LIFE UNDERWRITERS’ 


POCKET RECORD 
Morocco, 50 Double Pages. 
Manilla, 25 “ 


LIFE INSURANCE 


REGISTER 


100 Pages, $400 


OUVE BEEN 
LOOKING FORIT 


"Nash’s Combined Appli- 
Cation Register and Account 
Book,*showing all details 
connected with each appli- 
cation,a record 


of all notes, 
and a complete 


THIS 
















IF YOU AREA 


LIFE INSURANCE 


AGENT 
WILLINTEREST 











It provides a 
recapitulatio 
of the year’s 













200 « $5 00 


gers. 








The Western Underwriter Co. 
164 La Salle St., CHICAGO, ILL. 





money-back it, 


business by 


Thousands now 
in use,endorsed 
by company mana- 
Price, 


and 10 cents. We 





Our 


Specialty 
$1 













Johnston Bidg., CINCINNATI, O. 


is to please 

















ment and taking no chances that technical legal definitions of what 


1 For a DEFINITE PROMISE to PAY, well defined, no experi- 
constitutes an accident will be used to defeat claims, BUY YOUR 


INSURANCE in, and SELL the policies of 


Its management will tell you in YES or NO answers what it 


covers and what it dues not cover. 


AGENTS WANTED. 





“The Central’ 


OF PITTSBURG, PA. 


Something the People Want—The Annuity Contracts 


::————- ISSUED BY THE-——-:: 


EMPIRE MUTUAL ANNUITY & LIFE 








INSURANCE CO. OF ATLANTA, 


GA. 











FOR PARTICULARS ADDRE 


The Central accident insurance Co.. Pitisburg, Pa 


APPLY AT ONCE. 














THEY ARE EASY TO SELL 


Because they are safe and profitable to the policyholder. 





AGENTS WANTED 


Home Office, ATLANTA, GA. 
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SEA & LAKE INSURANCE COMPANY 


OF WEST VIRGINIA. 
Home Office, Chicago, Illinois. 
CASH CAPITAL -_ - - = $301,500.00 
NET SURPLUS’ - - - - 81,532.81 
TOTAL ASSETS - - - - 447,883.16 
FRED P. THOMAS & CO., General Agents, 


For Ohio and Indiana, 
(Fire Depart” ent) 


53 Euclid Avenue, Cleveland, Ohio. 
AGENTS WANTED IN UNOCCUPIED TERR'TORY. 














“SURPLUS LINES.” 


Associated Allied 


Underwriters. Underwriters. 
Aggregate Wealth of Underwriters Over $3,000,000. 
BOUGHAN & COMPANY, Atty’s and Managers, 


19 Liberty St., N. Y. City. 





A. L. McCRAE, Manager Western Dept. 


606 Association Bidg., CHICAGO. 











Provident Savings Life Assurance Society 


OF NEM YORK. 
EDWARD W. SCOTT, President. 
THE BEST COMPANY FOR POLICY HOLDERS AND AGENTS. 





Successful Agents, and Gentlemen Seeking Remunerative Business Connections, May Apply to the Head 
Office, or any of the Society’s General Agents. 











SURPLUS LINES 


Metropolitan Fire Insurance Company 


Licensed by the Iilinols Insurance OF CHICACO, ILL, Department on Jan. 10th, 1903 


Cash Capital, ° ° . $100,000.00 
Cash Surplus, ° . . 25,000.00 





JOHN NACHTEN & CO, Cen. Managers, 


Cash Assets, ° . ° $125,000.00 


Lines solicited on risks carrying at least $109.000.00 insu*a~ce in stock companies and only at full tariffrate. Applicants will plezse quote at least a dozen com- 
panies on the idexticai risk, with amouuts carried by each and other necessary information. Ten per cent commissiou allowed to brokers. 


hevengements for Eastern business can be made with EDWARD CLUFF, 80-82 William Street, New York City. 





Invested as Follows: 
City of Chicago4% Cold Bonds, $100,500.00 
Cash in Bank, . ° . » 24.500.00 
$125,000.00 





° 159 La Salle Street, CHICACO. 











ROLLA V. WATT, Mer., 
Wasbingtou, Utah, idabo, Arizona Montana, 


Royal . nsurance Bullding, 
N. W. Cor, Pine & Sansome, San Frangisco. 





806 Walnnt Street, Philadelphia. 
Jonn H, Law George W. Law. 





Michi-an, Iowa, Kansas, Missouri, Minne- 
sota, Wisconsin North Dakota, south Da- 








66 ” . F. ‘er. 
Pacific Coast Dept, -- Californie Gregon, | #@ Leading Fire Insurance Company of the World. O. F. SHALLCROSS, Mgr., 
New Mexico, Alaska, Hawalian Islands. UNIFORM IN ITS BUSINESS METHODS. FREDR’K W. DAY, 2d Ass’t Mer. 





JOHN TENNEY, Mer., Geo. P. Field 
» Be : E. B. Cowles. 
R. EMORY WARFIELD, Ass't Mgr. ” FIELD & COWLES, Mers. 
ee Be t. aed aoe ted JErey, New England Dept.—Massachuseits, Con- 
aware arylan Tginia, or ro- 
Lina, District of Columbig. West Virdinig. eee eee 
Royal Insurance Bullding, ia 


worn erornens, mere...) Insurance Company. MILTON DARCAN, Mer. 


kota, Nebraska, Colorado, Wyoming. Transacting Business in America Mississippi, Texas, Arkansas, Louisiana, 
Royal Insurance Building. Ov oe Cent Oklahoma, Indian Territory. 
169 Jackson Street, Chicago. er a Century. Atlanta. Ca. 





GEO. F. COIT, Ass’t Mer., 


New York Department, 
60 Wall Street. New York City 





835 Water Street, 


Boston, Mass. 





Southern Dept. — Kentucky, Tennessee, 
Georgia, Florida. South Carolina, Alabama, 














ASSETS (Market Values), 
Jan. 1, 1902, $76,839,027.69 


able After Second Year. 








~ is CONTINUED IN FORCE as lon 
LIABILITIES, N. J. & N. Y. the stan of “ Policy ae pay | or; 
or, if preferred, a Cash or Paid-up 
Mandard, . $71,088,906.07 Policy Value i is allowed. After the 
SURPLUS, . . $4,905,821.62 second year, Policies are INCON- 


residence, travel or occupation aré 
Policies Absolutely Non-Forfeit- LIFE INSURANCE removed. ’ — 
COM P A N 7. The Company agrees in the Pol- 
N. E WA R K, N. J. der Value, when a satisfactory 25 








IN CASE OF LAPSE the Eneuseace 


TESTABLE, and all restrictions as to 





icy to Loan up to the Cash Surreti- 


signment ‘of the Policy is made 23 
collateral security. LOSSES pa! id 





AMZI DODD, 
WANTED — Reliable and energetic President. 
Agents. . . . For particulars, address the 
Company direct, or either of the State 
Agents, whose name, address, and aes A. S. 


State A for Michi 

¢ Agent for Michigan, 

Office, Campau Bidg., 
OETROIT. 


tre given herewith. :: :: :: 











Ty immediately upon completion and 


DREWRY & McNUL’ 
State Agent for Ohio, approval of proofs. 
Office, The Pike Bldg., 








CINCINNATI. 
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UNITED STATES BRANCH, 


a HARTFORD, CONN. « 
GEORGE € KENNA Wevecen 





esgushey 
| -FIRE:- 
\ INSURANCE COMPANY, 


OF AIX-LA-CHAPELLE ,GERMANY. 


UNITED STATES BRANCH 
J NEW YORK, ‘ 


LS deisey, wo, 
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The Indianapolis Fire Insurance Company. 
Capital paid upin cash, - $200,000.00. 
JOHN H. HOLLIDAY, President. H. C. MARTIN, Secr. tary, 





Summary of Annual Statement, December 3ist, 1902. 








CR I i danaccckek 045.005 000bkeceeel xed $437,233.69 
Reserve for unearned premiums............ $127,779.30 
Reserve for unpaid losses ...  ........00.. 14,561.36 
Reserve for all other liabilities.............. 1,050.20 
Total liabilities except Capital Stock ....... $143,390.86 
CM CIE bev accsee ees seaenes cdaedes au 200,000.00 
Surplus over Capital Stock and all other liabil- 
caves ies. cus such whence w- Sdedaw'd . 93,842.83 
ER  ciiindt ese ces icedvans Sas twheee $437,233.69 





The Columbian National Life 
Insurance Company, »%s1. mss 


Incorporated under the 
laws of Massachusetts. 


PERCY PARKER 


" President 
WM. BUTLER WOODBRIDGE 


. 2nd Vice-President 














C. H. BUNKER, President. FRANKLIN H. HEAD, Vice-President 
A, A. SMITH, Secretary. H. G. B. ALEXAN DER. 2nd Vice-Prest. and Gen Mgr. 


CONTINENTAL CASUALTY COMPANY, 


WRITES ALL FORMS OP 


Personal Accident 


and Health Insurance. 
More Than Four Million Dollars Paid to 
Policyholders, 
GOOD CONTRACTS IN GOOD TERRITORY TO GOOD MEN. 


Producers, Address—H. G. B. ALEXANDER, 2nd Vice-Prest. and Gen. Mgr. 
134 Monroe Street, Chicago. 





NATIONAL LIFE INSURANCE COMPANY 


OF THE UNITED STATES OF AMERICA 


LOUIS G. PHELPS, President 
CHARTERED BY THE UNITED STATES GOVERNMENT IN 1868 


Full paid capital ONE MILLION DOLLARS. 
An honorable record of 35 years. 
Insv.sance in force $40,000,000, All the approved forms of regular life 
policies, some of which may well be termed leaders. 
Men with clean records desiring a connection with a company that 
will help them help themselves are invited to address, 


Over $7,000,000 paid policyholders. 








CDI IF OD OO CU 


Federal Fire Underwriters 


OF ILLINOIS, 


ISSUE NEW YORK STANDARD FORM OF POLICY. 
LIBERAL AMOUNTS PLACED ON SPRINKLED RISKS. 


Surplus Lines Solicited and Placed 


at Tariff Rates. 


L. H. COSLINE, Atty. and Mer., 
New York Office, 100 William St. 342, 159 La Salle St , Chicago. 


SS > 





EE mr 


Richmond Fire Insurance Corporation 
OF RICHMOND, VA. 


Authorized Capital - * - $200,000 
Paid-Up Capital ~ J “ $50,000 


Purely Surplus Lines at Strictly Tariff Rates. 


Bremer, DuFour, Ring & Pinkney Co., 


CENERAL ACENTS, 


90 William Street, * * * NEW YORK, 
Western Correspondent, ROB’. G. TENNANT, National Life Bldg , Chicago. 








P. M. STARNES, Vice-Pres. and Gen. Mgr. 
CASUALTY 
AND 


Union .....*’.,. St. Louis 


Accident — Health — Plate Glass 


Insurance. 





Losses Paid in 10 Years, = $3,147,000 





VACANCIES IN EVERY STATE FOR 
GOOD, RELIABLE MEN, 














To open, contro] and develop ter- 
OF ILLINOIS. 


AGENCY 
MUTUAL LIFE 
INSURANCE COMPANY 
CHICAGO, ILL. 
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ritory under permanent Renewal 


Contracts. 
Merchants Loan & Trust Bldg., 
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OFFICERS: 
ALEXANDER D. HANNAH, Prest. 
DAVID HOGG, Vice Prest. & Treas. 
A. W. HANNAH, Asst. Treasurer. 
JOHN C. EVERETT, Secretary. 








 & & ; * 4 - - se: 





= a 
HOME OFFice: CHICAGO, ire 





DIRECTORS: 
ALEXANDER D. HANNAH. 
DAVID HOGG. 

JULIUS KESSLER. 

W. L. DOGGETT. 

JOHN G. CAMPBELL. 
EDW. F. KEEFER. 





A. J. SALOMON, Ass’t. Secy. 


INCORPORATED UNDER THE LAWS OF I! LINOIS. 











NEWBURGER AND CO., 
MANAGERS. 


Cash Capital, - - 
Cash Surplus, - - 
Cash' Assets, - - 


LICENSED APRIL *4, 19032. JOHN C. EVERETT. 
- - - $400,000.00 
- . = 50,000.00 159 LaSalle Street, 
- - - $150,000.00 CHICAGO. 




















HANDLERS OF ALL KINDS OF 


FIRE and MARINE SALVACE. 





PRINCIPAL OFFICE : 


SOUTHERN DEPARTMENT ; 


Nos. 207 and 209 No. 1005 
MADISON STREET, WASHINGTON AVE., 
CHICACO. ST. LOUIS. 


LONG DISTANCE TELE- 
PHONE, MAIN 275. 





I. F. SMALL, Superintendent. 
BELL TELEPHONE, 3081. 

















PITTSBURGH LIFE 
and TRUST COMPANY 


W. HOWARD NIMICK, President. P.T.F. LOVEJOY, ist V. President. 
WM. C. BALDWIN, 2nd Vice-President and General Manager. 


Managed by Successful Life Insurance Men and 
Backed by the Strongest Business Men Finan- 
ctally in Western Pennsylvania. - 


Contracts direct with the producer. No general agents. No mid- 
dle men. The man who produces the business gets the pay. 


RENEWALS ABSOLUTELY NON-FORFEITABLE. 


Address Wm. C. Baldwin, ant V. Pres. and Gen’l Mgr. 
Keystone Building, PITTSBURG, PA. 





THE ANCHOR FIRE INSURANCE COMPANY 


228-230 W. FOURTH STREET, CINCINNATI, OHIO. 


CAPITAL . . «. -« 
ASSETS 


SURPLUS TO POLICYHOLDERS . . . 


JUDGE M. DONNELLY, President. 


$200,000 
460,536 
236,382 


F. D. PRENTICE, Vice-President. 


WILLIAM WOOD, Secretary and General Manager. 











RELIANCE 
LIFE INSURANCE 
COMPANY 


JAMES H. REED, President 


PITTSBURG, PENNA. 








The largest and strongest life insu- 
rance company ever organized. 

Write to Superintendent of Agencies, 
Farmers Bank Building, 








“The Friend of the Family.” 




























THEMINNESOTA MUTUAL LIFE 
INSURANCE COMPANY, 


OF ST. PAUL, MINN. ; 


a) 





Offers to competent and active young gentlemen, 
whose antecedents will bear investigation, very 
liberal renewal commission contracts for exclusive 
management of most productive territory. Its policies, 
tates and guaranteed settlements, in connection with 
its financial strength, always win in competition. 


T. R. PALMER, President. 
J. A. O’SHAUGHNESSY, 2d Vice-President and Field Manager. 
DOUGLAS PUTNAM, Secretary. 

H. W. COCHNOWER, Assistant Secretary and Actuary. 


